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SHINGTON—James A. Byrd, 
assistant professor of finance 
ity of Texas and currently 
resident and economics adviser 
sional Bank of Commerce of 
m. has been named executive 
resident of National Assn. of Life 
writers, effective July 15. 
tion of Mr. Byrd was approved 
ALU board of trustees after the 
mous recommendation of both 
ALU special selection committee 
U executive committee. 
‘Byrd, who holds a Ph.D. degree 
University of Texas, will assume 
st held since 1953 by Lester O. 


, . State Assn. 
itis To Protect 
icubees Agents 


+ York State Assn. of Life Un- 
in a statement read by 
lent Harry K. Gutmann, Mutual 
w York, New York City, at the 
g delegate meeting at New York, 
ade the following announcement 
t to agents and business of 
laccabees in New York State: 
has come to the attention of the 
mrs of the New York State asso- 
in that the Maccabees, formerly a 
mal benefit society doing busi- 
‘in New York State since 1886, 
withdrawn from this state. In its 
ame state of Michigan it is now li- 
qed as a regular mutual legal re- 
We life insurance company. Until 
ih time as it returns to New York 
Slate in its new type of operation, our 
underwriters membership who 
hold licenses to write insurance with 
}Maccabees should investigate their 
present status. 
Members of all the life underwrit- 
@ associations throughout the state 
mo have subscribed to protect the 
best interest of all policy-owners will, 
if this instance, protect the life and 
4) Meident and sickness business now in 
mee in the Maccabees. During 1960 
i Maccabees received from policy- 
Wners in New York State over $3.8 
on and every conscientious under- 
r shares in the responsibility to 
at this business continues to be 
ted with changes of beneficiary 
| settlement option election where 
bur officers are calling this devel- 
ent changing the status of the 
tabees to the attention of this del- 
@ body so that they in turn may 
. the licensing status of any 
mber who might now be ineligible 
Membership because of the loss of 
Maccabees license. In addition, it 
portant to save any Maccabees- 
used agent-member from the pen- 
Sof the insurance law by solicita- 
'0f business for an unlicensed in- 
® We would not want any of our 
mers who hold licenses to find 
: ay y are subject to fines of up to 
) because of this development. 
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bxas Economist To Be 


fxecutive V-P Of NALU 


Schriver, who announced his retire- 
ment plans some months ago. 

In officially announcing Mr. Byrd’s 
selection by the board of trustees, 
NALU President William E. North 
stated that “the National Assn. of Life 
Underwriters is indeed fortunate to be 
able to continue a long tradition of 
having exceedingly well-qualified in- 
dividuals to head up its headquarters 
staff.” 


Provides For Transition Period 


“Dr. Byrd will assume full respon- 
sibility and authority at some date fol- 
lowing the 1961 NALU annual conven- 
tion in Denver, Sept. 24-28,” Mr. North 
said. “His duties between July 15 and 
assumption of full responsibility and 
authority will be specified by the ex- 
ecutive committee. 

“Dr. Byrd brings to his new respon- 
sibility a record of outstanding achieve- 
ment in business administration and 
higher education, along with a keen 
understanding and appreciation of life 
insurance. 

“It is gratifying for NALU to know 
that Mr. Schriver has agreed to re- 
main in his present position during a 
transition period beginning July 15. 
This additional contribution to NALU 
by Mr. Schriver and his willingness to 
assist his successor in every way pos- 
sible are typical of the service and 
leadership he has rendered to the na- 

(CONTINUED ON PAGE 39) 


Western Round Table 
Views Agent In Ad, 
PR, Sales Aid Work 


Five producers made up an impor- 
tant portion of the program of the 
western round table of Life Advertis- 
ers Assn. in Los Angeles, at a meeting 
which concentrated on the role of the 
agent in advertising sales promotion 
and public relations 

During the meeting Everett E. Zeig- 
ler, Pacific Fidelity Life, was elected 
round table chairman, to succeed Law- 
rence O. Aasen, New York Life. Other 
officers elected were Rudy B. Miner, 
Pacific Mutual Life, vice-chairman, 
and J. Richard Riley, California-West- 
ern States Life, secretary-treasurer. 

Robert L. Woods, general agent of 
Massachussets Mutual at Los Angeles, 
in a discussion of the importance of 
sales promotion to the agent, suggested 
that before sales aids are revised sales 
promotion departments should consult 
field men. He said that often many 
agents feel that effective material is 
needlessly changed. 

“Sales promotion can help the new 
agent by encouraging him to make ef- 
fective use of his basic sales tools in- 
stead of trying to rush ahead too fast,” 
Robert Smith, Pacific Mutual agent at 
Los Angeles, told the round table. He 
said there was a real need among 
agents for a well-organized package 

(CONTINUED ON PAGE 37) 





MDRT Membership 
For ‘61 Is 2,928, 
Off 112 From Peak 


The final membership figures of the 
1961 Million Dollar Round Table is 
2,928. This is the MRDT’s third high- 
est membership total, being exceeded 
only by last year’s 3,040 and 1958’s 
2,987. 

The decrease in membership ap- 
pears to be mainly due to the contin- 
uing effect of the stricter term insur- 
ance rule that went into effect with 
business sold in 1958. Before that, 
term insurance could be counted for 
its full face value amount up to 25% 
of the required million dollars. The 
present rule permits term insurance to 
be credited in any amount, but only 
for 25% of its face value if level term 
and only 124%2% if decreasing term. 

Other possible factors in the mem- 
bership decline are the slower pace of 
business generally in many areas, and 
the reduced sale of financed life in- 
surance by newer agents (there was a 
drop of 159 in first-time qualifiers). 

The largest category, qualifying and 
life, repeating, totals 1,066, up 33. Next 
largest is the life-only category, which 
stands at 931, an increase of 152. 


Special Situation Prevailed 


The big drop is in the qualifying 
and life, first time, category, but this 
is largely due to a special situation. 
There are only 33 in the category this 
year, down 229. The size of the drop is 
due mainly to the effect of a bylaws 
change tightening up the qualifica- 
tions for life membership. Because of 
this, those who qualified for the 
Round Table for the first time in 1958 
could still make the qualifying and 
life, first time, last year by qualifying 
again in 1959 and then in 1960. How- 
ever, those who made the Round Table 
for the first time in 1959 and then 
again in 1960 and 1961 have not met 
the new qualifications for qualifying 
life, first time. In order to do so, they 
must also sell a million this year, next 
year and again in 1963, bringing them- 

(CONTINUED ON PAGE 4) 
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Begins On Page 22 











Wants ‘Prospectus’ 
Made Mandatory In 


All Replacements 


N. Y. State Assn. To Seek 

Law Requiring Proposal To 

Be Given To The Purchaser 
BY ROBERT B. MITCHELL 


NEW YORK—Delegates to the spring 
meeting here of New York State Assn. 


Spencer L. McCarty Donald E. Shopiro 


of Life Underwriters authorized the 
association to seek legislation at the 
1962 session that would require every 
agent replacing a policy to put his pro- 
posal in writing, including all mathe- 
matical calculations, and give copies to 
the buyer and the replacing company 
and keep one copy in his own file for a 
specified number of years. 

Before the New York legislature con- 
venes next January, the association 
will contact National Assn. of Insur- 
ance Commissioners, Life Insurance 
Assn. of America and American Life 
Convention in an effort to develop leg- 
islation that could be used as a model 
for eventual adoption in all states It is 
believed that the requirement for a 
“prospectus” in replacement cases can 
be imposed only through legislation, 
since if the companies were to try to 
accomplish it by inter-company agree- 
ment they might run into anti-trust 
restrictions. 

Delegates also gave the green light 
on a companion move aimed at the re- 
placement problem. This would be for 
the companies to set up a central 
clearing house for information on busi- 

(CONTINUED ON PAGE °36) 





The outgoing 
chairman of Life 
Advertiser Assn.’s 
western round ta- 
ble, Lawrence O. 
Aasen, New York 
Life, second from 
left, hands over 
his badge of office 
to the new chair- 
man, Everett E. 
Zeigler, Pacific Fi- 
delity Life. Look- 
ing on are Rudy 
Miner, Pacific Mu- 
tual, the new vice- 
chairman, and J. 


Richard Riley, California-Western States Life, newly elected secretary-treas- 


urer. 
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Wants CompaniesTo Program Announced For NAIC 
Annual Meeting At Philadelphia 


Reinburse GAs For 
Their Trained Men 


The insurance industry must evolve 
some plan for properly compensating 
general agents for the time and money 
they are spending in the recruiting, 
training and development of supervi- 
sory associates who are later taken into 
the home offices of their companies. 

This was the opinion of Foster A. 
Vineyard, general agent for Aetna Life 
at Little Rock, Ark., as he addressed 
St. Louis General Agents & Managers 
Assn, at its May meeting. 

Elected president was Clarence H. 
Sheata, Metropolitan Life, succeeding 
Harvey J. Simpson, Equitable Society. 
Other officers elected were Donald L. 
Wulz, New York Life, 1st vice-presi- 
dent; Wallace C. Brunner, Connecticut 
Mutual Life, vice-president and secre- 
tary, and Joseph H. Krull, General 
American Life, treasurer. 

Mr. Vineyard said the progressive 
step he was calling for was imperative 
if the business was to attain its goal of 
up to 50% of new paid-for within the 
next 10 years. 

Baseball has such a system, Mr. Vine- 
yard noted—the annual draft through 
which the major leagues pay the minor 
leagues for the players taken from 
them. But who ever sold a supervisor 
to his company? the speaker asked. 

Mr. Vineyard’s talk was entitled 
“The Supervisor’s Job” and throughout 
his speech he emphasized the impor- 
tance of building adequate and second- 
line management. 


Pressure More Intense 


The pressure for more business is 
getting ever more intense, he said. The 
companies desire more sales and to at- 
tain this goal more supervisors are 
needed. Such second-line management 
must be discovered, brought into the 
business and properly developed. 

The speaker said the question of ca- 
reer supervisors is one not easily an- 
swered since most young men are ini- 
tially brought into the business through 
the possibilities of good personal pro- 
duction. It is none too easy to induce a 
potential million dollar producer to ac- 
cept full-time employment as a super- 
visor even for $10,000 to $20,000 a year. 

Mr. Vineyard drew comparisons be- 
tween what the life companies are do- 
ing to achieve a sound solution in this 
area and what other specialized indus- 
tires are doing. He cited increased 
costs of management development pro- 
grams, which, he said, should indicate 
to companies that they should assume 
the responsibility for directing such 
programs—as well as paying the cost. 

The speaker said that while the road 
to be followed is clearly marked, only 
some 30 life companies have such man- 
agement development programs. The 
actions of most companies, he said, are 
generally defensive so as to keep man- 
agement personnel from moving some- 
where else. 

Mr. Vineyard concluded by remark- 
ing that there must be a wider adoption 
of programs—leading to more careful 
selection and training, and more realis- 
tic and exact records of individual ac- 
complishment and progress. There must 
be closer contact between the young 
supervisor and the men who will event- 
uaily determine his promotion and pay. 

fyuardian Life passed the $2-billion 
mark in life insurance in force in April. 
April ordinary volume, new health 
premiums and new group premiums 
set records in April. 


The full program has been prepared 
for the 92nd annual meeting of Na- 
tional Assn. of Insurance Commission- 
ers June 5-9 at Philadelphia. A total 
of 43 sessions are scheduled for sub- 
committees, committees and the full 


membership. 

Meetings of interest to the life and 
A&sS insurance people are listed below 
by time, committee chairman and, if 
any, the agenda. 

Monday, June 5 

9-10 a.m.—Operations and financing of ex- 
ecutive secretary’s office subcommittee (Mus- 
ser, Oregon). 

9-10—Subcommittee to study operations of 
fraternal benefit societies (Combs, Arkansas). 

9-10—Minimum group life insurance rates 
subcommittee (Smith, Pennsylvania). 

10-11—Variable annuities and pension plan 
funding subcommittee (Gerber, Illinois). 

10-11—Subcommittee on reimbursement for- 
mula between hospitals and service associa- 
tions (Sears, Maryland): Problems of reim- 
bursement formula; questionaire sent to com- 
missioners and service plans. 

11-12—Regulation of advertising subcommit- 
tee (Davis, Mississippi). 

11-12—Credit life and credit A&H model 
bill subcommittee (Gerber, Illinois). 

1-2 p.m.—Subcommittee to study future sites 
for NAIC meetings (Davis, Mississippi). 

1-2—Insurance problems of installment sales 
and loans (Thacher, New York): Summary re- 
port on private passenger auto collision. 

1-2—Industrial mortality table study sub- 





Great Western Life, 
Southern Christian Life 
Merged After Stock Split 


Great Western Life has been merged 
with Southern Christian Life following 
approval by stockholders of both Okla- 
homa City-domiciled companies. 

Under provisions agreed upon by 

both companies, the transaction in- 
volved a share-for-share stock ex- 
change between stockholders of both 
companies. A 2 for 1 stock split by 
Southern Christian preceded the merg- 
er. 
Earl Holliday, vice-president and a 
director of Southern Christian, said his 
company will assume all Great Western 
policyholder liability as well as owner- 
ship of the Great Western Life build- 
ing. The name Great Western will be 
dropped and its offices dissolved. None 
of Great Western’s officers or directors 
will remain with Southern Christian, 
although some of its employes will. 

Great Western was founded in 1952 
by its president, James D. McDowell. 
It has about 2,000 policyholders and 
assets of approximately $500,000. 


Provident Life & Accident 
Puts In IBM 1401 Computer 


Provident Life & Accident has in- 
stalled an IBM 1401 data processing 
system to augment the operation of its 
IBM 7070. 

The 1401, an independent unit and 
smaller than the 7070, will be used to 
supplement the operational capacity of 
the larger equipment. 

Provident will use the 1401 primarily 
to editand. print results of its IBM 
7070 computer. The 1401 also will be 
used for smaller programs which are 
more readily adaptable to its capabil- 
ities, thereby freeing the 7070 for more 
involved projects. 


Another Good First Quarter 

Columbus Mutual Life reports paid 
for production in the first quarter 
amounted to $133,000 more than it did 
for the same period in 1960. Paid for 
business in the first quarter of 1960 to- 
taled $13,839,843; in the first quarter 
of 1961 it amounted to $14,073,110. 


committee (Thacher, New York): Tentative 
report from industry committee on mortality 
results and recommendations. 
2-3—Subcommittee to study the feasibility 
of guaranty funds (Rinehart, Alabama). 
2-3—Examination manual revision subcom- 
mittee (Gerber, Illinois). 
2-3—Study and review of state insurance 
laws subcommittee (Stowell, Ohio). 
3-4—Subcommittee to study over-insurance 
(Davis, Mississippi). 
3-4—Organization, 
tion of insurance companies 
(Rinehart, Alabama). 
3-4—Cost plus-stop 
group insurance subcommittee 
Iowa). 
4-5—Subcommittee to study rentals paid at 
terminals by insurance companies (Holmes, 
Montana). 


ownership and certifica- 
subcommittee 


loss-no claim reserve 
(Timmons, 


Tuesday, June 6 
9-10:15 a.m.—Blanks committee , (Howell, 
New Jersey): Conflict of interest subcommit- 


(CONTINUED ON PAGE 12) 


Canadian Life 
Insurance Officers 
Schedule Annual 


The annual meeting of Canadian 
Life Insurance Officers Assn. will be 
held at the Seigniory Club, Quebec, 
May 24-26. 

D. E. Kilgour, president of the as- 
sociation and president of Great-West 
Life, will preside. Gordon Hunt, Sov- 
ereign Life, and W. J. Cowls, Mutual 
Life of Canada, will preside at the 
agency officers section and advertisers 
section meetings, respectively. 

Speakers at the meeting include 
Hon. Donald M. Fleming, Ottawa; 
Hon. W. A. C. Bennett, Victoria; Max 
Freedman, Washington; J. J. Deutsch, 
Kingston; and Paul L’Anglais, Mon- 
treal. Speakers from within the in- 
dustry include Ray M. Peterson, Equi- 
table Society; Raymond C. Johnson, 
New York Life; H. I. Weir, London 
Life, and M. K. Kenny, Excelsior Life. 

Companies representing upwards 
of 99% of the life insurance in force 
in Canada on the books of Canadian 
British, United States and European 
companies are and have been members 
of the association for many years. More 
than 45 companies have joined in the 
past 20 years. Some are new Canadi- 
an companies; others have their head 
offices in Great Britain and conti- 
nental Europe; but most of them are 
United States companies. The total 
membership today is 94 companies. 





New issued and paid business of 
Homesteaders Life during the month 
of April reflected a gain of 3.5% over 
April of last year. The issued and paid 
gain for the first four months is 59.4%. 


Mcy 20, i ke 20, 1 


Replacement, Field 
Morale Discussed 4; 
Company-Field Tal 


The general problems of EXCeggiy, 
replacement of policies and the inl 
provement of field morale were ,: 
cussed at the first meeting of the jg 
committee of American Life Cg 
tion and Life Insurance Assn. of 
ica on company-field relations ang 
corresponding committee of Nat; 
Assn. of Life Underwriters. The meet 
ing was held in New York City 
occupied an entire day. It was Conduct. 
ed jointly by President Roger Hull « 
Mutual of New York for the compani 
and President William E. North , 
NALU for the agents. 


Communications Medium 


At the outset it was agreed that jj, 
function of the two committees was ;, 
serve as a medium of improved con. 
munications between the companix 
and the field forces and that the pur. 
pose of their meetings was to g. 
change information and viewpoints {, 
the end that each group would better 
understand the other’s reactions ay 
attitudes. It was understood that n 
attempt would be made to deal wit, 
specific grievances or with relatiop. 
ships of individual companies and the; 
agents but only with concepts of ; 
broad, industry-wide nature. 

With regard to the replacemey 
problem, it was the consensus that its 
causes lay both within and outside the 
life insurance business and that both 
the companies and the agents mu 
bear some part of the responsibility, 
Several approaches that might lead t) 
a solution were discussed. 


Would Need Legislation 


One possible step, which would ne. 
essitate new legislation, would impos 
certain controls on the writing of r- 
placement business. It was generally 
agreed that existing anti-trust law 
had proved ineffective. This approach 
was to be referred to the appropriate 
legislative committees for furthe 
study. 

The other possibility would involve 
a stepped-up educational program di- 
rected initially toward the general in- 
surance buying public. The hope wa 
expressed that this might be base 
upon some pronouncement comin 
from the National Assn. of Insurance 
Commissioner, whose meeting is to kt 
held in Philadelphia in June. 

The problems of morale of the fielé 
forces were thought to stem cid 




















variety of circumstances. Underlying 
(CONTINUED ON PAGE 4) 
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Clear evidences of 


Union Central. 





work abound as the president’s field advise 
cabinet of Union Central Life gets together with two company officials. F 
left are Theodore L. Fowler, Boston; William B. Monroe, New Orleans; ¥ 
Verne Wilkin, Kansas City; John A. Lloyd, President Union Central; Sida 
L. Wolkenberg, New York, and Harold P. Winter, executive vice-presi™ 


The cabinet meets twice annually, with no member serving two years conse 


tively. 
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Hardly. Shackles never were a substi- 
tute for employee loyalty. jj Now, 
suppose you go to a doctor, a lawyer 

general in- —your client—any employer with a 
| roi | __ bh limited staff or only a single em- 
t comin " : ployee. Show him “loyalty” packaged the 
Insurance engl Provident Mutual way in a plan designed espe- 

" is to be cially for his employee . . . a plan called Pension Special. jj This one’s 
f the field just naturally a loyalty builder. It rewards a faithful employee by 
m from 4 continuing to build in value year after year. Always remains distinctly 
pram apart from any other forms of compensation, too! jj What’s more, 
the Pension Special is a big morale booster! Sparks job interest, makes 

for a.healthier employee attitude . . . creates that permanent attach- 

ment. ™§ For your client, Provident Mutual provides special material 

to ease installation of the Pension Special. This is a plus that gives you 
a solid sales assist. §§ Pension Special. Makes good business sense— 


for your client—for you too. : 


PROVIDENT MUTUAL @) 


LIFE INSURANCE COMPANY OF PHILADELPHIA 
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MDRT Membership Is Off 112 From Peak 


(CONTINUED FROM PAGE 1) 
selves into the qualifying and life, 
first time, category for the 1964 Round 
Table after having qualified for six 
consecutive years. 

This situation did not affect the to- 
tal 1961 Round Table membership, 
since those who sold a million a year 
for the last three years were of course 
part of the qualifying, repeating, cate- 
gory, which stands at 505, an increase 
of 91. 

First-time qualifiers total 393, as 
against the 1960 figure of 552. This de- 
cline of 159 is more than enough, by 
itself, to account for the difference of 
112 between last year’s record of 3,040 
and this year’s total membership of 
2,928. 

There are no significant changes in 
the standing of companies having the 
most members in the Million Dollar 
Round Table. New York Life again 
tops the list with 306 members. The 
top 10 companies include Northwest- 
ern Mutual with 248, Massachussets 
Mutual 239, Mutual Benefit Life 154, 
New England Life 138, Equitable So- 
ciety 109, Connecticut Mutual 100, 


National Life of Vermont 87, Mutual 
of New York 77, and Penn Mutual 77. 





... With the right opportunity” 


Ambition is not enough, we must have the right opportunity and friendly 
assistance when it is needed. We believe the warm spirit of friendliness 
and cooperation NFL maintains with field associates is one main factor 
contributing to National Fidelity Life’s 44-year record of achievement. 
Even during our present period of accelerated expansion, NFL continues 
this policy of personal assistance we consider basic to the development 
of a growing, dynamic organization. Your opportunity for success may be 
greater with NFL, where we help each other attain our personal goals. 


pull LINE that gives 
unlimited flexibility in 
A&H, both 
Par and Non-Par. 


EW POSITIONS are 

being created for 
Salaried Supervisors 
and General Agents. 


Life, Group, 
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National Fidelity Life 'NSURAX® Se felch does bacon 





Remember, NFL cares about you and 
your future— move forward with NFL 


Write: Vice President Kemp W. Wood 
In response to many requests, we have made available 8” x 10” re- 
on | 


productions of the photograph illustrating this ad. Just write us, 
your letterhead, no charge, of course. 


Nine countries besides the United 
States and two of its territories, Puerto 
Rico and Okinawa, are represented in 
the Round Table’s membership. They 
account for 137 members, of whom 127 
are in Canada, 10 in South Africa, sev- 
en in Germany, two each in England, 
Mexico, Venezuela and Jamaica, and 
one each in France and Panama. 


California leads the states in MRDT 
membership with 317. New York is 
runner-up with 308. Membership in 
other states is Alabama 29, Alaska 2, 
Arizona 18, Arkansas 14, Colorado 30, 
Connecticut 48, Delaware 11, District 
of Columbia 33, Florida 91, Georgia 87, 
Hawaii 39, Idaho 1, Illinois 198, Indi- 
ana 69, Iowa 15, Kansas 22, Kentucky 
14, Louisiana 45, Maine 3, Maryland 
37, Massachussets 73, Michigan 101, 
Minnesota 44, Mississippi 12, Missouri 
78, Montana 9, Nebraska 23, Nevada 3, 
New Hampshire 6, New Jersey 85, 
New Mexico 11, North Carolina 52, 
North Dakota 1, Ohio 171, Oklahoma 
36, Oregon 30, Pennsylvania 164, 
Rhode Island 11, South Carolina 14, 
South Dakota 5, Tennessee 57, Texas 
182, Utah 13, Vermont 3, Virginia 36, 
Washington 37, West Virginia 13, Wis- 
consin 67, Wyoming 3. 


“1 could really — 
go places 
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IBERAL CONTRACTS 

offering you top com- 
missions, salaries, bonuses, 
and expenses. 





One of the Nation's Strongest by Any Standard of Comparison 


KANSAS CITY 6, MO 
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Mildred F. Stone, staff assistant to 
the president of Mutual Benefit Life, 
accepts the _ distinguished service 
award of the Newark CLU chapter 
from Sanford Harmelin, chapter pres- 
ident and general agent of Manhattan 
Life of New York at Newark. The 
award, presented at a luncheon, is 
made each year to a local life insur- 
ance man or woman who has made an 
important contribution to the business. 
Miss Stone, the first woman to receive 
the trophy, is a past president of the 
chapter and author of four books on 
insurance, including a history of Mu- 
tual Benefit and a biography of Dr. 
Solomon S. Huebner, president emer- 
itus of American College. 





Northwestern National Reports 
A Satistactory First Quarter 
Northwestern National Life reports 
results for the first quarter show gains 
in individual sales and interest earn- 
ings. Sales of new life insurance to 
individuals amounted to $44,158,000, 
as compared to $37,614,000 during the 
same period a year ago. Net rate of 
interest earned on assets, before fed- 
eral income taxes, was 4.23% for the 
quarter ending March 31 compared 
with 4.17% at the end of 1960. Group 
life sales, however, were off—$22,347,- 
000 as compared to $46,310,000 in the 
first quarter of 1960. 


United Fidelity Life has developed 
new term plans which allow credits 
for larger amounts of insurance. A 
policy fee system has been instituted 
for the new plans whereby the varied 
cost of issuing and writing the insur- 
ance is automatically paid by all pol- 
icies regardless of size. Plans are 
available with full renewable and con- 
vertible rights, new mortgage protec- 
tion and family income plans and 
term riders for specialized purposes. 
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Replacement, Field 
Morale Discussec: At 
Company-Field Talk 


(CONTINUED FROM PAGE 2) . 
them all, however, was the fea Prov 
among the agents that their home iP | 
fices did not sufficiently compreh, 
their particular problems. There y, 
also discussion of difficulties bej 
countered in connection with regs 
ing. Various ways of improving 4 ‘ 
liaison between the companies 
























the agents were explored. Better ep. ed one 
munications between the two grppietd oP é 
were said to be badly needed, jy -gomained } 
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committees representing the two gmp put out by 
would, of itself, have some ici 
effect. - Life for th 
In addition to Messrs. North ajfitofits 28 
Hull and staff representatives, th, policyholde 
attending the meeting were Robert|| ed “Ma 
McMillon, Business Men’s Assurap,4 surance—2 
Abilene, Tex., vice-president of nape 514° 
Spencer L. McCarty, Provident Mu Story. 
tual, Albany, managing direc 4forew 
New York State Assn. of Life Unde Dinee? 
writers; Robert B. Pitcher, John Haj! % tw 
cock, Boston; Frank Wenner, Conns§ solders b 
ticut Mutual Life, Utica, N.Y.; Freie, ker T¢ 
ic W. Ecker, chairman Metropolity who atid 
Life; J. C. Higdon, chairman Busing it ON’ 
Men’s Assurance; John A. Lloyd, pry. cash V o 
ident Union Central Life; Robert p am r 
Murphy, president California-Westen, ‘advan ey 
States Life; Frederic M. Peirce, pry. aged , 
ident General American Life; Richar about 3 
E. Pille, president Security Mutual oi ~relig 
New York; Donald C. Slichter, prei| Im ( 
dent Northwestern Mutual Life; Wj. aoe (3) « 
liam P. Worthington, chairman Hom Fe asted 
Life of New York, and Charles J] =. (3) 
Zimmerman, president  Connecticy jo cha 
Mutual Life. = 
densome . 

plications; 
questions, 































Provident Life Reports 

Provident Life of Bismarck, N. Dak, 
reports new highs in practically al] Just A Ws 
phases of its operations during 19] The mo 
Assets at year end were $52,858,455 a sizes that 
compared to $48,968,880 at the clos} another w 
of the previous year. Insurance inj that if f 
force showed a gain from $212,34348)] what the 
to $229,521,453, and capital and surplu} get it bet 
was $4,213,980 as compared to $3,792. 
745. 





Equitable Of Ia. April Sales Up 

New business of Equitable of = 
during April amounted to $12,570,806) 
an increase of 20%. This brought the 
total for the first four months to $51; 
844,872, a gain of 8.5%. Insurance it 
force at the end of April amounted ti 
$1,789,869,545. The Griffin, Ingram & 
Pfaff agency of Chicago led all agencies} 
in production during the month. 
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| NOW OPERATING IN 13 STATES| 


GROWING... 
by LEAPS and BOUNDS 


All Forms of Life and A & H Coverages for Individuals and Groups 


KENTUCKY CENTRAL 


Life and Accident Insurance Company 





Garvice D. Kincaid, President 








Anchorage, Louisville, Kentucky 
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~jied fifth divi- 
end option are 
contained in a 20- 
page monograph 















Mutual 
Life for the bene- 
fit of its agents and 





Acomprehensive array of the draw- 
@ ks of financed life insurance and an 


Nw Mutual Tells Why It Won't 
Provide Fifth Dividend Option 


narily it is permanent insurance that 
the buyer needs. 

Using graphs to illustrate the com- 
parison of permanent insurance and 
“margin” insurance, the monograph 
points out that the margin insurance’s 
net payment advantage starts reducing 
at age 56 in the example used. At that 
age, the net payments under the mar- 
gin plan exceed the net payments un- 
der the conventional plan for the first 
time. Every year after that the margin 
payments continue to increase—while 


"4 


1 called “Margin In- 














‘| who have suggested that they drop 


i involves (1) increasing costs at older 
"| ages; (2) disposition of cash values ac- 


the conventional payments continue to 
decrease. From this point forward the 
buyer is paying more for term insur- 
ance with no cash values than he 





policyholders. It is 


ce—The (Oth- 


Robert E. Dineen 


i f the 
<* ae . would pay for permanent insurance 
A foreword by Vice-president Robert bv yl a a ae fen 
i , in part: “In the last Margin, the cash payme - 
ee ee ake right expense, with no return except 


year or two a number of our policy- 
holders have been approached by 
brokers, representing other companies, 


temporary coverage. Under the con- 
ventional plan, the buyer gets the 
coverage, plus an increase in cash 
value exceeds the amount of the pre- 
mium he paid. 


Calls Assumptions Debatable 


Here is what the monograph says 
about the argument that the “savings” 
in annual outlay in the margin plan 
can be invested in the policyholder’s 
own investment program, where they 
will yield a higher return than the in- 
terest rate that must be paid to the 
company: 

“Human nature being what it is, 
this argument is based on two very de- 
batable assumptions—(1) that you will 
systematically set aside the entire 
‘savings’ in premiums and invest them 
immediately; and (2) that your net re- 
turn—after taxes, commissions, cost of 
investment advice, and losses on specu- 
lative issues—will be higher than the 
net after-tax cost of the borrowed mon- 
ey. Even assuming that capital gains 
might increase yields somewhat, re- 
cent dividend yields have been sub- 
stantially less than the 5% interest 
rate charged on the policy loans of 
most companies. 

“We all know that there are occa- 
sions when temporary borrowing of in- 
surance cash values is deemed advis- 
able. For example, Northwestern Mu- 


their existing permanent policies with 
cash values and replace them with a 
new contract bought ‘on margin.’ The 
‘dvantages’ of such a move have been 
presented in detail. Usually little is said 
about the disadvantages of such a plan. 

“The adoption of the margin plan 
can have very serious consequences. It 


cumulated through thrift over the 
years; (3) the creation of debt and in- 
terest charges which can become bur- 
densome in later years; (4) tax im- 
plications; and (5) a variety of other 
questions, many of a complex nature.” 


Just A Way To Buy Term 

The monograph particularly empha- 
sizes that financed insurance is just 
another way of buying term insurance; 
that if financed insurance is really 
what the buyer wants, he can usually 
get it better and cheaper by borrowing 
on his existing insurance rather than 
replacing it and buying new; and final- 
ly, that the tax advantage obtained 
through buying insurance with bor- 
rowed money may be taken away by 
Congress and even if it isn’t, it is at 
best a way of getting a price reduction 
on temporary insurance when ordi- 





Entering Our Second 
Half-Century of Service 


With a continuous record of growth through service to policy- 
holders and agents during our first fifty years, Illinois Mutual Life 
and Casualty Company looks forward confidently to a second 
half-century of progress and success. 

Illinois Mutual has a complete portfolio of quality Life, Dis- 
ability, Income, Hospital and Major Medical insurance issued on 
both individual and group basis. 





Join a growing, progressive 
industry leader providing 
Security for its policy- 

fs and financially 
Tewarding careers for its 
agents. Ask about IIlinois 

's two new non- 

Cancellable and guaranteed 
fenewable disability policies 


Protecting your future 
is our tradition 











ILLINOIS MUTUAL 





With life-insurance-like Ch 7 G 

first year commissions Lye and Casual Con ri) 
yet with liberal A & S-like Lf y pany 
Tenewal commissions, 






HOME OFFICE, PEORIA, ILLINOIS + E. A. McCORD, PRESIDENT 





tual recently conducted a survey of its 
policyholders who made loans within a 
certain period. Its purpose was to find 
out what the loan was used for.” 

The survey showed the following 
percentages: Funds needed in business 
operation, 21; home or home improve- 


ment, 15.1; pay off indebtedness 
(other than bank loan), 11.7; reduced 
income from employment, 7; to pay 
taxes, 6.6; to pay unusual medical 
expenses, 5.8; to purchase auto, 5.3; to 
repay bank loan, 3.7; investment in 
stocks, 3.7; investment ‘in real estate, 
3.2; for children’s education, 2.2; 
other, 14.7. 

“The availability of funds for pur- 
poses such as these is one of the real 
values of the conventional plan,” the 
brochure states. “When the cash val- 
ues are borrowed systematically to 
purchase the insurance, they are no 
longer available for the many purposes 
mentioned above. But do you want to 
‘fund’ your investment program by 
systematically ‘unfunding’ your life in- 
surance program? Is it more important 
to own your investments and own your 
home than it is to own your life insur- 
ance? 


one of the 





“A major part of the future securi- 
ty of you, your wife and children de- 
pends upon the strength and perma- 
nence of your insurance program. The 
family man who builds his entire life 
insurance program on a margin plan 
says, in effect, to his wife and children, 
‘I have “hocked” every penny of my 
life insurance.’ 

“Life insurance bought on the con- 
ventional plan provides a reservoir of 
ready cash available for any emergen- 
cy. Many margin buyers operate on the 
theory that they will never need this 
safeguard. Because of other resources, 
some may not need it. But in a high 
percentage of the margin cases we have 
seen, the buyer’s financial program is 
markedly out of balance, with a high 
percentage of assets invested in busi- 
ness, securities or a home, with 
wholly inadequate cash reserves. Some 
people regard securities as a liquid as- 
set, but many times securities which 
show a gain should not be sold—for tax 
reasons, and others should not be sold 
because the sale will produce a loss. 

“We want to emphasize that this is 
not an argument against investing in 

(CONTINUED ON PAGE 32) 
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Comparable year-to-date figures continue to show that 
Central Life’s sales consistently run well ahead of the life 
insurance industry as a whole. There are several reasons 
why this is so—and Central Life agents agree that an 
important one is true graduated premium on all plans 
(except single premium). The quantity discount idea, first 
introduced in the United States by Central Life in 1955, 
is another example of the sales-minded leadership that’s 
making “One of the Best” one of the busiest, too! 


Cabial Life 


ASSURANCE COMPANY, 


DES MOINES 6, IOWA 


Progressive and competitive, yes ... but not 


at the expense of financial security 


ASSETS | $175 Million 
SURPLUS | $1442 Million 
INSURANCE | $620 Million 
IN FORCE 









6 HieNATIONAL UNDERWRITER Mc:y 20, jalleee 20, 1: 















United Services Life states, District of Columbia, Canal Bintliff Acquires in company officers or F 2rsonng 
Ae Zone, Guam, Puerto Rico, and also , ia i contemplated. R. F. Varnac’o wil] , 

Passes $500 Million maintains representatives in the Far ‘Substantial Interest tinue as executive vice-president p 
® . East, England, France, Germany and . . E. Lee as vice-president, and J 
Life In Force Pinnacle naly. In Austin Life Neff Jr. a8 agency vice-presidilll 



























































United Services Life, providing life os A substantial interest in Austin Life home office will remain in Ays 
insurance exclusively for commissioned Insurance Club of San Antonio has has been acquired by David C. Bintliff Mr. Bintliff, whose interosts jpg, 
officers of the uniformed services, and elected N. W. Jackson, Jackson & Co. of Houston through the purchase of oil and gas operations, ranching , 
their families, has passed the $500 agency, as president; Roland Aycock, part of the stock in the company held investments, is also owner of Q» 
million mark of life insurance in force. Southland Life, 1st vice-president; R. by F. W. Woolsey, president of the mercial National Ins. Co. (Conieo) , 

The company was organized in 1937, L. Gulley Jr., Tower Life 2nd vice- Austin-based firm, and other stock- Houston. He indicated that aq nets 
and since 1956, has doubled its amount president; J. R. Blackford, Texas Em- holders. of the latter into Austin Life is ni 
of insurance in force. It is a:‘member ployers, secretary (reelected), and E. Mr. Woolsey, who founded Austin consideration. The two companies », 
of the life group of Financial General W. Samuels, Texas Continental Life, Life, will continue as chairman and have insurance in force totaling y, 
Corp., and is licensed to operate in 43 treasurer. president, Mr. Bintliff said. No change proximately $50 million and have, 

sets in excess of $7,250,000. 
Chairman of the executive ¢ it 
tee of Austin Life will be Jack ¢ 
Taylor, president Commercial Natigy, 
and executive assistant to Mr. Bintid 
in many of his interests. Before joinjy 
the Bintliff interest. Mr. Taylor y,J 
sia) endowment officer and associate p, 
‘ fessor at University of Texas, (fh, 
members of the Bintliff interests y,J 
will be associated with Austin Life 
. , consultants are Roy P. Bennett, vig. 
3 . wi Ze “ president of three Bintliff-owned mor, 
> 8 gage investment firms, and Robert |, 
Hatchett Jr., managing partner , 
Cochran’s Agency of Houston, old 
insurance agency in Texas. 


ms K. %) Group Plans Introduced By 
ft : American Life Of New Yor 


American Life of New York has ip. 
troduced a new series of group en. 
tracts in New York, Connecticut an 
New Jersey. The contracts can 
Pe tailored to include life, accident, 
epee death and dismemberment, weekly 

TT i. disability benefits, hospital, surgical 
: ne medical as well as other special ben. 
HH ce. efits. Group creditor’s life insurance 
me oe plans are also available. 

In addition to regular group plan 

a special series of contracts are pn- 


PAN-AMERICAN LIFE ft oo 3 2 Neyo 


LIAMA Agency Management 
Meet In 1962 Moved Back 


The 1962 spring meeting of LIAMA’s 
agency management conference has 
been changed to the third week of the 


— Y40 month, March 19-21, and _ subsequent 
om meetings will be scheduled for this 


ITE Hyp period. The change was made to enable 
_ Ya representatives of Texas companies to 
: M4 Wy attend and still comply with Texas 

a law that requires annual stockholders 
( meetings be held the second Tuesday 

Fifty years of service to our fellow Americans brought to you of March. The 1962 conference wil 


by what we believe to be the most outstanding salesmen in the industry. Be be held at the Edgewater Beach Hote 
: AE eRe. : : : in Chicago. 
your insurance needs individual or business, your friendly Pan-American 


| 9 | | = | 9 6 | representative can serve you best. Call him with confidence, for the best in A Good First Quarter 
insurance and service. ; ; 

Ohio State Life reports insurance In 

force in the first quarter climbed from 


Pan-American Life Insurance COM PANY 33,561,005 to $544,329.487 for ans 


crease of $10,767,582. Indications point 
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NEW ORLEANS, U.S.A. ® A MUTUAL COMPANY to an excellent second quarter, inas- 
Offices in the Following Cities to Serve You much as production figures for Marth 
UNITED STATES LATIN AMERICA. and the first two weeks of April were 
Birmingham, Alabama Columbus, Georgia Jackson, Mississippi Ridgeland, South Carolina Bogota, Colombia well ahead of those for the same period 
Florence, Alabama Waycross, Georgia Clayton (St. Louis), Missouri Chattanooga, Tennessee Barranquilla, in 1960. 
Gadsden, Alabama Chicago, Illinois Kansas City, Missouri Memphis, Tennessee Colombia Dae 
Mobile, Alabama Washington, Illinois Newark, New Jersey Nashville, Tennessee Bucaramanga, d 
Tuscaloosa, Alabama Fort Wayne, Indiana Trenton, New Jersey Abilene, Texas Colombia Protective Life of Alabama has de- 
Phoenix, Arizona Indianapolis, Indiana Raleigh, North Carolina Amarillo, Texas Cali, Colombia clared a quarterly dividend of 15 cents 
Blytheville, Arkansas Muncie, Indiana Athens, Ohio Austin, Texas Ibagué, Colombia a hich was payable May 1 
Little Rock, Arkansas Kansas City, Kansas Canton, Ohio Beaumont, Texas Manizales, Colombia per share, which w pay +1 28. The 
»Marvell, Arkansas Manhattan, Kansas Cincinnati, Ohio Corpus Christi, Texas Medellin, Colombia to stockholders of record April 2 . 
Denver, Colorado Wichita, Kansas Cleveland, Ohio Dallas, Texas Guayaquil, Ecuador dividend represents a 50% increase 
Ft. Lauderdale, Florida Hopkinsville, Kentucky Columbus, Ohio E] Paso, Texas Quito, Ecuador over the previous quarter 
Jacksonville, Florida Lexington, Kentucky Lima, Ohio Fort Worth, Texas San Salvador, Pp. ; 
Lakeland, Florida Louisville, Kentucky Newark, Ohio Houston, Texas El Salvador 
Leesburg, Florida Alexandria, Louisiana Toledo, Ohio . Lubbock, Texas Guatemala City, PLANNING ON 
Miami, Florida Baton Rouge, Louisiana Zanesville, Ohio Odessa, Texas Guatemala URANCE 
Miami Shores, Florida Lafayette, Louisiana Oklahoma City, Oklahoma San Antonio, Texas Tegucigalpa, Honduras SELLING INS 
Orlando, Florida Lake Charles, Louisiana Tulsa, Oklahoma Shiner, Texas Managua, Nicaragua AND MUTUAL FUNDS 
Pensacola, Florida Monroe, Louisiana Indiana, Pennsylvania Tyler, Texas Panama, IN ILLINOIS? 
Tallahassee, Florida Natchitoches, Louisiana Johnstown, Pennsylvania Wichita Falls, Texas Rep. de Panama Contact 
Tampa, Florida New Orleans, Louisiana Meadville, Pennsylvania Norfolk, Virginia Santurce, Puerto Rico iti 
West Palm Beach, Florida Shreveport, Louisiana ~ Philadelphia, Pennsylvania Elkins, West Virginia Ciudad Trujillo, La Mont Securities 
Atlanta, Georgia Annapolis, Maryland Pittsburgh, Pennsylvania Nitro, West Virginia Rep. Dominicana 20 East Jackson Chicago, Il. 
Silver Spring, Maryland Florence, South Carolina Parkersburg, West Virginia Caracas, Venezuela 


Augusta, Georgia 
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LIFE INSURANCE EDITION 


or the Willseys 
Franklin is 
a family affair 


March 14, 1961 


Mr. F. J. O’Brien, Vice President 
Springfield, Illinois 


Dear O'B: 

On this, my fifteenth anniversary with the Franklin, | can’t help but write to you 
to tell you that with the Willseys Franklin Life is really a family affair. 

Before joining the Franklin and after being in the life insurance business for six 
years, and being classified as successful, my income still wasn’t up to my expecta- 
tions. After investigating the Franklin Life merchandise and the great opportunities 
afforded by them, with no ceiling on income or advancement, | signed with Franklin 
Life on the fourteenth day of March, 1946. Through this fifteen-year period my in- 
come increased more than fifteen times over my previous connection. 

| am additionally fortunate in having both my boys as an integral part of our 
Franklin organization. If you will reminisce with me, O'B, you will recall that Don, 
as a Junior at Indiana University, first began handling our Specials thirteen years 
ago. Although holding two college degrees, a Bachelor of Arts degree and a Doctor 
of Jurisprudence degree in law, he has chosen to continue his Franklin activities. 
Phil, six years ago, as a sophomore at Indiana University, became actively engaged 
in selling Franklin’s Specials. He obtained an undergraduate degree in insurance 
and is presently a senior in law school and still enjoying a full time income. He is 
a member of Franklin's famed 60 Club and qualified for Franklin’s Million Dollar 
Conference. 

My wife, Bonnie, also has been an important part of our organization. When 
I first opened my office, she became our office manager and still maintains this 
position. Twelve years ago my cousin, Russell Willsey, came with us and is presently 
one of Franklin’s top Area Managers. Approximately one year later my brother, Bill, 
joined us from another company. 

All of our respective families continue to enjoy success, happiness, and pros- 
perity. Franklin has the size, age, and merchandise and is truly an agency company. 
We thank all of you in the Home Office for this great opportunity to be associated 
with you. 





F. W. (PHIL) WILLSEY 


Sincerely, 
Bob 


An agent cannot long travel at a faster gait than the company he represents 










Lhe Friendly 
FIRANIK ILIIRE company 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans. 


Over Four Billion Dollars of Insurance in Force 













DON R. WILLSEY 















PRESIDENT GUTMANN TELLS N. Y. STATE BODY 








NEW YORK—Agents’ associations, in 
their role as critics, serve a prime in- 
dustry purpose “in 
that we hold the 
mirror of insurance 
life as it is really 
lived up to the 
companies’ leaders 
for them to see the 
impact of the ac- 
tuarial and policy 
decisions that they 
make,” said Harry 
K. Gutmann, Mu- 
tual of New York, 
New York City, in 
his report as presi- 
dent of New York State Assn. of Life 
Underwriters, at the spring meeting 
here. 

“Good theory is frequently poor 
practice, and the agent speaking 
through his association, is usually 
among the first to be heard voicing the 
effects of poor practice for all the in- 
dustry to hear,” said Mr. Gutmann. 
“The association is a sensitive sounding 





Harry K. Gutmann 








Agent Associations Give Companies 
Fast Check On Wisdom Of Decisions 


board for the industry. He, the agent, 
is closest to the consumer, the insur- 
ance buying public, and he is quick to 
sense and feel the impact of industry 
decisions upon the policyholder. 

“It is this response on our part that 
is the mirror of insurance life for the 
companies, and if we are right the com- 
panies begin to respond. The recent re- 
tirement of one company from associa- 
tion franchise insurance is an illustra- 
tion of what I am trying to say. On the 
other hand, we could be wrong, but in 
voicing our objections we give the com- 
panies a second chance to take a good 
square look into the mirror to be sure 
that what they are doing is right. If 
they are right, and they reaffirm their 
determination to proceed with previ- 
ously determined courses of action 
then we have served our purpose and 
we have no other choice but to bow to 
their decision—for after all we are es- 
sentially their employes. If they are 
wrong, and in any event are deter- 
mined to carry on, then, as agents, we 
have two choices: Either to accept or 
get out of a particular company or out 





A Record Year... 


A Significant Mark... 


North American Building 





Shooting sky-high above the industry average in sales, North 
American Life established a record increase of 28.9% life volume 
in saleg during 1960 over the previous year. 


Our 1960 record becomes more significant with the realization that 
our company has provided life insurance coverages for 54 years, 
and is presently doing business in thirty states. During the last six 
years our growth has increased a remarkable 162%. 


You Can Grow With Us... 

Our pace-setting tempo didn’t just happen, it was planned. Planned 
and built by men like yourself. North American’s growth program 
is gaining momentum and is presently searching for qualified men. 
Why not inquire in strict confidence today? Direct your inquiry to 
Ronald D. Rogers, CLU, Vice-President and Director of Agencies. 


“ Countrys Friendliest Company via 
NORTH AMERICAN LIFE 
Pasurance Company OF CHICAGO 


Chicago 3, Illinois 
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of the business entirely.” 

Mr. Gutmann emphasized that there 
is no horizontal line that divides all 
companies on one level from all agents 
and sales representatives on another. 
He said the truth is that some agents 
and some companies together take one 
position, while other companies and 
agents take another. If there is stria- 
tion at all, the striation is vertical—not 
horizontal. 

“That is why, too, we as an associa- 
tion are necessary, since there are 
many companies that side with us and 
want us to join them in partnership on 
particular issues and problems of the 
industry,” said Mr. Gutmann. “It ex- 
plains, too, why we agents are fre- 
quently divided among ourselves, why 
there is divergent opinion within a par- 
ticular association, or between one as- 
sociation and another at a state er na- 
tional convention. For example, Syra- 
cuse has seen fit to bar agents who 
sell mutual funds. No other association, 
to my knowledge, has followed their 
initiative.” 

Should Leok at Selves, Too 


Mr. Gutmann said it is one thing for 
the association to serve as a mirror for 
the companies but it is equally impor- 
tant, if not more so, that the agents 
hold up the mirror of insurance life to 
themselves. Their right to criticize 
carries with it the obligation and re- 
sponsibility to be sound, forthright, 
honest, and beyond personal aggran- 
dizement. 

“There is comfort in laying the 
blame elsewhere, usually at the com- 
panies’ doorstep, for many of the 
problems that confront us today, but 
it is at least equally realistic and fair 
that. we be self-critical and accept a 
rightful share of the blame and re- 
sponsibility for all that is going on,” 





REINSURANCE 





EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 


21 West 10th St. 
NEW YORK CHICAGO SAN FRANCISCO 
107 William St. 175 W. Jacksen 100 Bush St. 


A pioneer professional Re- 
insurer in the A & S field, 
our service is 45 years old, 
covering an epoch of com- 
plete revolution, in policy 
and practice. 


Know-how of over four de- 
cades of development is here 
at your call. 
























ince C: 
Constance M. Twichell, associate a} "ne j 
rector of research of LIAMA, is oq. pays Th 
gratulated on the occasion of her 3 a m 
anniversary with the association J °.::,: 
Burkett W. Huey, LIAMA’s managiy 
director. 
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he said. 

“If there is a twisting and replay. 
ment problem—and there most ¢g.J. ; 
tainly is—I would call to your atte.|. 
tion that I do not know of a single cop. 
pany president who is out selling th 
replacing policy. Nor have I heard thy 
the insurance department has sent 
of its operatives into the field to con. 
pete with us as salesmen. The bali 
truth is that many of us would mf. 
like what we would see if we took; 
second look at ourselves in the mirror, 

“The time has come, it is overdue in 
fact, for all of us to ask ourselves if o 

(CONTINUED ON PAGE 16) 
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gerers Give Views 
Group Annuity 
Seew-Money Approach 


pw YORK—Company representa- 

‘at the New York department’s 
ing gave their views on the so- 
new money appreach in the 
of group annuities and ob- 
3 to the department’s proposed 
4 of changing the rules to per- 
# but there was little evidence 
‘the department people at the 
ng were Won over on any point. 
fe new Money approach is basical- 
hod of letting dividends or ex- 
ance credits on group annuities re- 
am the prevailing investment earn- 

ing rates at the time the employer 
the insurer the annuity consider- 
This is not only a way of at- 
taining more equitable pricing but of 
minimizing anti-selection that occurs 
by reason of employers dumping large 
loads of money on insurers when port- 
flio rates are higher than current 
rates in the investment market. 

The department’s attitude expressed 
“I in its proposed amendments to regula- 
tin 33 is that a company may adopt 
the new money (or investment year) 
method or not, as it chooses, but if it 
does, it must adopt it for every type of 
4) T policy it writes, individual as well as 

p. The companies contend that 
this would involve enormous increase 
in expense of doing business without 
any significant gain in equity. 


Union Mutual Life Boosts 
Participation Limits On 
Non-Can Health Policies 


Union Mutual Life has increased 
participation limits on non-cancellable 
A&S policies. The new limits for class- 
es Al, A2, and A3 will be $1,000 per 
month, except for doctors and dentists, 
where the limits will be increased to 
$1,200. Of these amounts, not more 
than $800 can be coverage that pro- 
vides sickness benefits for five years 
or longer. 


Union Labor Life ‘60 N.Y. 


A&S Premiums Understated 


On page 22 of the May 6 issue of 
Tat NATIONAL UNDERWRITER, in the 
tables of 1960 sales in New York 
State by life companies, the figure for 
Union Labor Life’s A&S premiums re- 
ceived was incorrectly stated. Union 
Labor’s 1960 A&S premiums were 
$6,619,803. Losses, as they appeared in 
the tabulation, were $5,398,986. 


Elect Judice President Of 
New Orleans Health Agents 


William F. Judice has been elected 
President of New Orleans Assn. of 
Health Underwriters. Other officers 
ae Edward C. Linck Jr., Continental 
Casualty, president-elect; Mattie E. 
Herrick, Mutual of Omaha, vice-pres- 
ident; Maurice Grossman, World of 

» Secretary; and Kelly Van 

, Occidental of California, trea- 
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General Lite Of Wis. Has Plan 
ral Life of Wisconsin, which 
: business in 1959, has announced 
if intention to offer a mutual fund 
Megram in conjunction with life in- 
siance. Agents of General Life will 
for licenses from Wisconsin se- 
hr department and National Assn. 

Securities Dealers to handle the 
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mutual fund sales. 

Plans for mutual fund activities were 
announced to stockholders at their 
annual meeting by President W. C. 
Berg. The stockholders at the same 
time approved an increase in author- 
ized from one million to two million 
shares. 


Health Insurance Week was pro- 
claimed for May 15-21 in New Or- 
leans by Mayor Morrison. He presented 
the proclamation to William F. Judice, 
president of New Orleans Assn. of 
Health Underwriters. 


ri 


In a world where insecurity is rife . . . factors contributing to personal, 


Washington Agents 


Honor Paul Green 


Washington State Assn. of Life Un- 
derwriters presented its first annual 
Hugh S. Bell award for “outstanding 
service to the institution of life in- 
surance in the state of Washington” 
to Paul R. Green, Aetna Life, at its 
Seattle sales congress. 

Mr. Green, who recently retired as 
Seattle general agent for Aetna Life, 
is a past president of both the state 
association and Seattle Managers 
Assn., and was a trustee of NALU. 


individual and family security are to be valued all the more highly. 


Life Premium Tax Proposal 
Temporarily Dead In N. Jj. 


TRENTON—Leaders of the New 
Jersey legislature have tentatively 
shelved a plan to impose an inheritance 
tax on life insurance premiums in favor 
of a three-point tax program designed 
to raise $39 million. ; 

The life insurance premium tax plan 
was proposed early in May, but strong 
opposition to the measure brought 
about its suddenly being brushed aside 
along with a tax on real estate trans- 
fers. 






The whole world knows about the American home and family... 


flourishing under the highest standard of living of all time... anywhere. 


Whatever ...whoever @ contributes to the efficiency and peace of mind of 


the wage earner and head of the household... 


e helps to keep the mother with her children during their precious formative years... 


e keeps families together, in familiar surroundings, in the face of death 


and disability... ¢ provides the blessings of financial independence throughout : 


the golden sunset years... builds a better world of prosperity and peace. 


In the field of insurance, these factors and more, lend dignity and 


worth to our profession . . as 
Here at SECURITY MUTUAL we’re proud to be a part of the whole picture}. / 


f 


4 


SECURITY MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 


Richard E. Pille, President. = 


Robert M. Best, C.L.U. 


Vice President—Agencies. 3 







your security our mutual responsibility 





B81IEXCHANGE STREET, 


BINGHAMTON, NEW YORK 
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HO Underwriters Club 
Of The Western States 
Readies Annual Meeting 


Home Office Underwriters Club of 
the Western States will hold its annual 
meeting at The Inn at Rancho Santa 
Fe, Cal., June 5-6. 

Special guest speaker will be John 
W. Barch, associate medical director 
Lincoln National Life, who will address 
the group on “Controversy in Under- 
writing.” 

Two panel discussions will be held: 


HeNATIONAL UNDERWRITER 


“Life Insurance,” with James C. Cloyd, 
State Farm Life; Abel Duran, Farm & 
Home Life; Fred Shafer, California 
Life, and William R. Taylor, Allstate; 
and “A&sS Insurance,” with William W. 
Edwards, Capitol Life; William W. 
Fralick, Security Life & Accident, and 
Burl W. Kirkpatrick, Continental Life 
& Accident. 


List Other Speakers 


Other speakers include Virgil Cottle, 
Republic National, “Higher Non-Medi- 
cal Limits Results”; Earl M. Holmes, 
North America, “The Underwriters’ 
Responsibilities”; J. E. Riley, North- 


western Life, “Underwriting Communi- 
cation: Field and Home Office’; P. J. 
Vignale, Occidental Life of California, 
“Conservation of Life and A&S”; Don- 
ald Thomas, Cal-Farm Life, “Guaran- 
teed Insurability Option”; J. Thomas 
Dillhoff, “Home Office Records vs 
Cost,” and Keith Malone, Olympic Na- 
tional Life, “Guaranteed Renewable 
Hospital and Major Medical Trends.” 

Crown Life has entered the group 
pension field in the United States. 
For the present, the company will be 
concentrating on deposit administra- 
tion programs. 





NOW AVAILABLE FOR YOUR USE... 


HTYM 
TSOC 
TEN 

EMT 


(THE NET COST 
MYTH) 


The life insurance industry has 
lumbered along for years with the 
myth that “surrendered net cost” 
figures are a sound basis for choos- 
ing-one life insurance company or 
plan of insurance instead of 
another. This has created conflict- 
ing claims that must leave the 
public confused. 


Harold J. Cummings, President 
of Minnesota Mutual Life, de- 
bunked the “‘net cost myth” in an 
address before the 52nd annual 
meeting of the American Life 
Convention. Reprints of that talk 
have been used effectively by 
Minnesota Mutual Life fieldmen 
whenever the net cost argument 
arises. 

We are pleased now to make re- 
prints of this talk available to any 
life insurance man for his personal 
use, regardless of company affilia- 
tion. Request your copy by using 
the coupon below. 


THE 


MINNESOTA MUTUAL 


LIFE--- 


INSURANCE COMPANY 














Victory Square— St. Paul 1, Minnesota 


Please send me a copy of ‘‘HTYM TSOC TEN EHT (The Net Cost 
Myth).’’ | am enclosing 20¢ to cover cost of printing and mailing. 


NAME 


ADDRESS__ 


This booklet explains these five reasons 
why anyone who would have a prospect 
choose a life insurance company or policy 
solely or mainly on lowest “surrendered 
net cost” must be either uninformed ‘or 
insincere: 


1. surrendered Net Cost figures imply 
that benefits in the policies compared 
are the same. They are not. 


2. Experience proves that the chance 
that a 20 year ‘“Surrendered Net Cost’ 
figure for any one company will work 
out as represented for any one buyer is 
about one in 150,000. Where two com- 
panies are involved the chance is one in 
20 million. 


3. Surrendered Net Cost figures mean 
nothing except to the one buyer in about 
1235 who will both survive, and, having 
survived, surrender his contract. 


4. surrendered Net Cost figures er- 
roneously imply that the Company or 
Plan showing lowest cost for one period 
would provide lowest cost also for the 
intervening years. 


5. There are many other variables 
which the text discusses fully. 





























Advocates Natioral 4 
Blue Shield, With U.S, 
Picking Up The Tub 


Use of Blue Shield organiza. 
throughout the nation as an effey 
substitute for any federall:-conty 
socialized medicine progra:n has }, 
advanced by a prominent mej, 
spokesman. 

Dr. D. W. McLean, new presiden} 
the Wayne County (Detroit) Meg. 
Society, proposed in his inaugurg ,, 
dress that Blue Shield, of which hig» 
ganization is a part, be made oy 
pletely national in scope and that 4 
government be empowered to pay th 
medical care premiums for the 

Michigan already has enacted eng, 
ing legislation bringing this state ynjs 
the limited federal “Medicare” pp, 
gram passed last year and the cur: 
legislature has broadened the gy 
participation to include more seryiq 
and more individuals. 

“The indigent should be fully gy. 
ered by Blue Shield,” said Dr. Meley 
“and their premiums should be jy; 
by the government at the going y 
The government buys all other gery. 
ices at standard rates—they canny 
with integrity pay less for medi- 
care. Medical care for those in peg 
could be purchased by the governmey| 
in this manner at less cost than by ay 
of the methods presently proposed,” 

Dr. McLean also suggested that Bl: 
Shield offer indemnity, instead , 
service contracts. 

He was critical of organized labo 
for creating many of the troubles noy 
being experienced by Blue Shield ki 
said labor leaders, ‘after the servic: 
had prospered for 15 years, bega 
hopefully devising ways of gettin 
more medical service for less mong, 
The cry was for complete service anj 
Blue Shield has tried to oblige.” 

He said adoption of the “M-75” con 
tract was a victory for labor, but if 
has meant a “subsidy of medical serv 
ice by doctors and has resulted ir 
rapidly increasing utilization ay 
mounting premiums, with subsequer 
recriminations and abuse of the mei 
ical profession.” He said “the publi 
recognizes us as good doctors but, | 
think, justly criticizes us for being poo 
insurance men”. 


LOMA Publishes Guide Fo 


Creators Of Company Fom 


Life Office Management Assn. has 
published “Forms Control Manual,” : 
guide for home office personnel wh 
are responsible for the developmen! 
of company forms and the procedure 
about which they revolve. 

The manual, in the form of a repori 
submitted by Kenneth F. McCreery 
assistant secretary of Aetna Life an: 
a member of LOMA’s eastern piannilf 
committee, contains illustrations ol 
various types of forms. It is divide 
into six major sections—forms cont: 
program, services available, forms 
cification standards, forms desi 
standards, specialty forms and order 
ing procedures. ; 

Copies of the manual have been a 
tributed to LOMA companies. Ad 
tional copies may be obtained from th 
association at $1.50 each for membé 
and $3 for non-members, plus postaét 
and handling. 
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“he a PRESIDENT, NATIONAL RESERVE LIFE... 


tors but, | 
"being poo “Our Company, now in its 41st year, has established a record 


for dynamic growth and progress. Furthermore, we have always 

ide For been recognized as an AGENCY MINDED Company. This 

y Fe fact means that our executives know from first hand contact 

Be inctiatent tic Dai and experience about Field requirements and cooperation to 
General Agents. 


onnel who 
If you are ready for General Agent capacity, we offer you 


































evelopmen| 






Top Commissions, Tested Merchandise with proven sales ap- 
peal, Fully Paid Conventions for both man and wife and highly 
desirable territories. 







I extend you an invitation to write me personally and 
correspondence will be held in strict confidence.” 
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H. O. CHAPMAN 


President 


S. H. WITMER 
Chairman of the Board 
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Program For NAIC Meeting Announced 


(CONTINUED FROM PAGE 2) 

tee report; annual statement blanks—real es- 
tate (Texas). 

9-10:15—Preservation of state 
committee (Knowlton, New Hampshire): 
view of Senate activities. 

10:30-12—Plenary session (Berry, Colorado). 

1:30-2:45 p.m.—Examinations committee 
(Howell, New Jersey): examinations manual 
revision and uniform examination program for 
employe welfare funds subcommittee reports; 
proposed amendment to NAIC by-laws (duties 
of committee on examinations); association 
examinations (Maine). 

1:30-2:45—Non-profit hospital and medical 
service associations committee (Smith, Penn- 
sylvania): problems of reimbursement formu- 
la between hospitals and service associations 
and greater standardization of Blue Cross- 
Blue Shield regulations subcommittee reports; 
uniform individual A&S policy law—other in- 
surance provision and overlapping benefits. 

3-4:15—Valuation of securities committee 
(Thacher, New York): valuation of securities 
subcommittee report; mortgages other than 
FHA and VA (Texas). 

9-10:15—Laws and legislation committee 
(Gerber, Illinois): Organization, ownership 
and certification of insurance companies and 
study and review of state insurance laws 
subcommittee reports; compilation of NAIC 
model bills as a legislative guide. 

10:30-12—Federal liaison committee (McCon- 
nell, California): Report of meetings and con- 
ferences; sale of insurance on or abroad mili- 
tary installations (Department of Defense di- 
rective #1344.6 of 1/19/61). 

10:30-12—Life insurance committee (Leggett, 
Missouri): Reports of subcommittees on vari- 
able annuities and pension plan funding, use 
and application of minimum group life rates 
under state law, industrial mortality table 


regulation 
Re- 


Always 


To all the men in the field — general 
agents, special and all agents — the 
doors of the home office executives 
are always open. 

Personal visits, phone calls, letters 
with suggestions are very welcome at 
“headquarters”. 

The open door policy is our “way of 
lifes’ at Old Line Life, enabling you 
to get to know management in every 


INSURANCE COMPANY OF AMERICA 


7O7 N. ELEVENTH STREET - MILWAUKEE 3, WISCONSIN 


study, and cost plus-stop loss-no claim re- 
serve group insurance; study of jumbo group 
life inurance. 

1:30-2:45 p.m.—Accident and health commit- 
tee (Cravey, Georgia): Regulation of adver- 
tising, rentals at terminals by insurance com- 
panies, and over-insurance subcommittee re- 
ports; excess duplicate coverage (Nevada); 
definition of “hospital’’ in policies (Texas). 

1:30-2:45—Insurance on installment sales and 
loans committee (Larson, Florida): Credit life 
and credit A&H model bill legislation sub- 
committee report. 

3-4:15—Fraternal insurance committee 
(Combs, Arkansas): Operations of fraternal 
benefit societies subcommittee report; pro- 
posed amendment to section 16 of uniform 
fraternal code. 

Thursday, June 8 

9-10:45 a.m.—Executive committee (Hayes, 
Louisiana): Reports of subcommittees on fu- 
ture sites for NAIC meetings, operations and 
financing of executive secretary’s office, feasi- 
bility of guaranty funds for  insolvencies; 
blanks and preservation of state regulation 
committee reports; proposed amendment to 
by-laws on duties of committee on examin- 
ations; audit report on executive secrtary’s 
office; executive secretary’s report; special 
appropriations (if any); selection of execu- 
tive secretary. 

11-12—Zone meetings. 

2:30-4:30 p.m.—Plenary session 
orado). 


(Berry, Col- 


Friday, June 9 
9:30-11:30 a.m.—Plenary executive 
(Berry, Colorado). 


session 


Myers Replaces Fred Aufderheide 
Fred W. Aufderheide resigned as 
secretary-treasurer of Washtenaw 


@ PRESIDENT 


q 


¥ 


phase of our organization. 

Our active, “one big family” organi- 
zation offers an exceptionally profit- 
able future to men qualified as gen- 
eral agents who wish the stimulating 
experience of associating with our 
“fast moving” company. 

For more information write 

Forrest D. Guynn, President . 

R. J. Kohiruss, Director of Sales, 
Accident and Sickness Division 


Dept. N-4 





County (Mich.) Life Underwriters 
Assn. at the annual meeting, after hav- 
ing served for 17 years. John Meyers 
was named to replace him. Other new 
officers are: President, Forest Patter- 
son; lst vice-president, Merlyn Keller; 
2nd vice-president, George F. Lemble. 

In recognition of his long service, Mr. 
Aufderheide was presented with a set 
of luggage by the membership. He not- 
ed that the membership has grown 
from 10 to more than 70 during the pe- 
riod of his service. 


Pa. F ederation. Elects 


Insurance Federation of Pennsyl- 
vania has elected William MacLean, 
National Union, president and Thomas 
A. Bradshaw, Provident Mutual Life, 
lst vice-president. 

Elected vice-presidents were Harold 
S. Baile, General Accident; William 
B. Corey, Provident Indemnity Life; 
Stanley Cowman, Mather & Co., Phil- 
adelphia agency; H. H. Gilkyson, Ches- 
ter County Mutual; Fred H. Ludwig, 
Pennsylvania Lumbermens Mutual; 
Joseph Nelson, Protected Home Cir- 
cle; J. Maxwell Smith, Keystone, and 
Clyde F. Wilmeth, United American 
Mechanics. 

John H. Hoffman, America Fore 
Loyalty, was elected treasurer; Homer 
W. Teamer, secretary-manager of the 
federation, was given the additional 
title of general counsel, and Helen M. 
Heckert was named assistant secre- 
tary. 

John A. Diemand, North America, 
and W. H. Satterthwaite, Penn Mutual, 
Life, were named chairman and vice- 
chairman of the executive committee. 
Neal O. Dubson, Lansdowne insurance 
counselor, was named to the committee 
to succeed Edgar A. Miller, who has 
resigned. 


May 20. 1g 


50 Insurance Librari:ng § 
Expected At Conveniion 


Special Libraries Assn, 


More than 50 librarians from 


fire and casualty companies 


pected to attend the annual cony 
of Special Libraries Assn. at the 


aton Palace Hotel in San 
May 29-31. About one-half of th 
days will be turned over to subje 
insurance library matters and 
eral sessions the insurance lif 
will participate with over 2,000 | 
ians from business and ind 
firms throughout the U.S. and @ 
Howard L. Martin, dean 
school of business administratj 
Golden Gate College, will discy 
surance as a profession at the! 
ance librarians luncheon on ¥ 
“The Special Librarian’s Positj 
the Insurance Company Salary { 


ture” will be the subject of a 
discussion by the insurance dij 


Moderator of the panel will be 
W. Ear] Jr., assistant manager of 


ning and research of Life Office’ 


agement Assn. Panel speakers 


™ 


George W. Prevot, manager of th 
sonnel division of Metropolitan 


who will describe the qualifig 
needed by an insurance librarian 


othy Everett, personnel analyst ¢ 
University of California, who wi 


cuss the salary qualifications 
librarian, and Marian C. Lechng 
brarian of Connecticut Gene 


will show how her company utili 


librarian’s services. 
Fortune National Life and Dait 
Mutual, affiliated companies of 


son, Wis., are building a three stor 
fice building in the state capitol j 
velopment area in downtown St. Pj 





105 for 5 or more years. 
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FIDELITY UNDERWRITERS ~ 

WIN COVETED NATIONAL 
QUALITY AWARD 


“In recognition of life underwriting service of high quality, as evi- 
denced by an excellent record of maintaining in-force and extend- 
ing to the public the benefits of life insurance .. . “’ 
For the 17 years in which N.Q.A. has been awarded, Fidelity 
Mutual Life underwriters have been consistent winners — 8 of ’ 
them for all of the 17 years; 55 for 10 years or more; and 


In sincere appreciation for the quality service they 
are rendering, we congratulate them on receiv- 
ing this highest commendation. 


The FIDELITY MUTUAL LIFE Conver 


ON THE PARKWAY AT FAIRMOUNT AVENUE ¢ PHILADELPHIA 
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EXT. 765 
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They can count on SECURANCE-you can count on SALES! 


~because SECURANCE, Nationwide’sexclu- states; have nearly three million policy- 
sive new multi-line concept, matches more _ holders, with over 12,000 agents and em- 
prospects’ needs and budgets every day. ployees. Our rapid expansion opens new SECURANCE... exclusive with 
The sales figures prove it! You sell all sales career opportunities every day. 
forms of insurance—life, fire and general— Backed by forceful promotion and adver- 
aid you have the chance to sell mutual _tising, you earn while you learn—with F J 
fund shares, too. You have more chances _ unlimited possibilities for advancement. : Powered, A aed = 
l0 sell every prospect —on every call. Like to join this dynamic organization? . 
Nationwide is a growth company. Just Write: Dean W. Jeffers, V.P-Sales, Dept. R, 
35 years old, we already operate in 27 Nationwide, Columbus 16, Ohio. nationwide Mua! Fre Insurance Compeny/home effce: Columbus, he 
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Hazards In Conversion 
To EDP System Cited 
At IASA Annual 


Insurance companies planning con- 
version to electronic data processing 
were cautioned against over-optimism 
about results by S. Charles Corte, as- 
sistant comptroller Continental Assur- 
ance, at the annual meeting of Insur- 
ance Accounting & Statistical Assn. 
at Los Angeles. 


“Do not be misled into believing 


that an EDP system is the panacea for 





your operating problems, or that you 
will effect substantial savings in per- 
sonnel costs,’ Mr. Corte said in a talk 
entitled “Getting Ready For Conver- 
sion.” 

Continental Assurance’s experience 
indicates otherwise, he said. Continen- 
tal uses an IBM system which repre- 
sents a complete departure from its 
former method of maintaining and 
servicing 400,000 individual ordinary 
policies. A company contemplating 
conversion to EDP has a good start if 
most of its basic information is avail- 
able on punched cards or some other 
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mechanical record form. Provision 
must be made to insure accurate 
transcription of data from cards or 
manual records, he added. 

Mr. Corte made a strong recom- 
mendation for an exhaustive pilot op- 
eration which will give a cross sec- 
tion of the processing problems to be 
encountered. 

On the point of who is going to get 
the job done, he said that at Conti- 
nental supervisors were selected from 
operating departments for both pro- 
gramming and conversion coding. The 
entire project was the responsibility 
of the vice-president-comptroller. Cod- 
ing and control procedures were de- 
signed to minimize recruiting and 
training problems. 

Each manual card was_ coded, 
checked, and notched. The notch, in 
the same location at the top of the 
card, provided instantaneous visual 
verification that the coding had been 
done. The accuracy of coding work, 
said Mr. Corte, is related directly to 
the quality of the employe. 

In order to make certain that all of 
the two million punch cards involved 
were reliable before being converted 
to tape, one file—the valuation file 
which was known to be the most ac- 
curate—was selected as the criterion 
against whith all of the other files 
were matched, Mr. Corte explained. 
The other files were: Account card, 
advance deposit, billing (name and 
address), dividend, loan, premium due, 
premium master and statistical. 

However, even the “blue ribbon” 
valuation file had some 3,000 stray 
punches. Discrepancies in matching 
files totaled approximately 4,000. Even 
today, after further elaborate control 
features were introduced into the Con- 
tinental processing system, “we still 
occasionally find an isolated case for 
which we had not provided adequate 
checks,” he said. 

National Life of Vermont’s new paid 
for business in the first quarter was 
$100,262,065, a gain of 20%. Annual- 
ized premiums rose more than 16% 
to $2,809,448. 






12 months’ record of 
H.A.Lanigan®* and associates 
in the State of Florida 


e Combined 1st Year Paid 
Premiums $275,617.80 


e New A&S Annualized 
Premiums $306,618.59 

e New Life Volume $8,857,782 
e 42 full time representatives 
e Personal earnings in the 
upper five figures. 


*Joined All American 
February 1, 1956 


MEN GRAVITATE TO WHAT 
IS BEST FOR THEMSELVES 
AND THEIR FAMILIES 


Harold A. Lanigan, 
All American Life & Casualty Company, 
believes in this philosophy 


All American's outstanding 
Agency contracts and 
unusual policies have caused 
over 750 men to join this 
dynamic team. Investigate 
today. Write: E. E. Ballard, 
President. 


ALL AMERICAN 


505 PARK PLACE e ALL AMERICAN BLDG. 
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Ohio Agents Hecr dhe C: 
Happy Prognosticat 4) Milv 
At Annual Meetiag “fj fax | 


Predicted increases in savin, 
changing spending patteris 
good years ahead for the life 
ance business. 

This forecast was addressed tg 
annual convention of Ohio 
Life Underwriters at Cincinnati 
Robert H. Wessel, University of ¢ 
cinnati. 

The professor said his forecasts p. 
based upon 10-year projections »,g0e 
pared by National Planning jg 
which, he said, has a good recog, 





iate 
poss) of | 










previous projections. There wags gigcmber der 
one hedge: The projections are hygi cut JU‘ 
on the assumption that there wij me judge 
no major war and no catastrophic fact thal 
pression. trial. Blue 

Mr. Wessel said NPA estimates g,§ sale SUPT 
ings will have risen from around 44 The city 


$30 billion of today to $52 billig; tion, said t 
1970, an increase of 70%. yas descri 

Does this indicate a comparable i, itable_ 4° 
crease in total life insurance premig§ Blue CTS: 
payments? No, the speaker said—tha§ such PUIP 
will grow even more. Total life ingy§ titled *° 
ance premiums rose from about jeg because of 
of disposable personal income in jag§ Ww, then 
to almost 4% today. If a similar j eanstitutio 
crease could be realized over the nerf tion be U 
eight or nine years; premiums woyj The sta’ 
move up to 4.4% or 4.5% of disposabi] —— 
income, and total premiums by 19 
would amount to almost twice whi 
they are today, he said. 

Emphasizing that a change in pe. 
sonal spending patterns has been p. 
ing on for some time, Mr. Wessel statej 
that today’s society is becoming pn. 
gressively more service minded, an 
since many of the services involv 
security it is possible to say that ». 
ciety is becoming more security min. 
ed as well. 

One last implication of changin 
spending patterns: The _ expanding 
service industries will prove to be ever 
improving prospects for group and oth- 
er insurance plans used as fringe ben- 
efits for their employes, he said. 
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said the city’s contention that Blue 
Cross was not actually a charitable 
and benevolent organization was not 
correct. It said the Blue Cross board 
included persons of great ability who 
donated their time to an activity that 
resulted in better hospital service for 
subscribers. Before Blue Cross, many 
persons were unable to pay hospital 
bills and the community had to stand 
the cost, the court said. 


Math Contest Sponsored By 


Massachusetts Companies 


As part of a continuing program to 
encourage more outstanding young 
men to enter the actuarial profession, 
a number of life companies with home 
or regional offices in Massachusetts 
have again sponsored a mathematics 
contest among undergraduates of sec- 
ondary schools in the state. 

This was the 11th consecutive year 
in which the mathematics club of the 
University of Massachusetts has con- 
ducted a contest and the sixth in which 
the Massachusetts companies have 
acted as sponsors. The competition is 
for $1,000 in prizes and various medals 
and other awards. The examination 
covers elementary and intermediate 


algebra, plane geometry and plane 
trigonometry. 
Sponsoring companies are _ Berk- 
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Colin Allen, 
President of the 
Junior Achieve- 
ment chapter 
sponsored by Home 
Life of New York, 
Poses with “best 
salesman” plaque 
he won recently, 
flanked by J. Har- 
ry Wood, Home 
Life president, left, 
and William P. 
Worthington, 
chairman. Mr. Al- 
len, who will start 
work in June in 
Home Life’s sales 
department after 





graduating from high school, was named winner of the award by the New 
York Sales Executives Club after beating out three other finalists in the 
New York division of the national contest. Before a panel of judges, each 
contestant attempted selling Jinx Falkenberg, TV personality, the product 


manufactured by his chapter. 





shire Life, Boston Mutual Life, Hart- 
ford Life, John Hancock, Massachu- 
setts Indemnity & Life, Massachusetts 
Mutual, New England Life, Paul Re- 
vere Life, Prudential, Monarch Life 
and State Mutual Life. 
St. Louis Agents Nominate 

Life Underwriters Assn. of St. Louis 


has nominated Thomas V. Fitzgerald, 
New York Life, for president to suc- 
ceed Clarence H. Sheata, Metropoli- 
tan Life. Other nominations to be 
voted on at the annual meeting May 
25 include W. Stanley Stuart, General 
American Life, lst vice-president, and 
Rivers E. Booth, Travelers, 2nd vice- 
president. 








©Cr diye Cross Office 
sticatighy Milwaukee Gets 
tiag “I fax Exemption 
or. ae jated Hospital Service (Blue 
he life s9ss) of Milwaukee is entitled to a 
10 tax exemption on its three 
- «vy office there the state supreme 
—— to ee, nas ruled. ORO 
inci Cross, which pai x in 
in gp property taxes and $56,335 for 
“gg and 1957 under protest, con- 
forecasts that, as a charitable and benev- 
Djections », polent organization under state law, it 
inning it was exempt from property taxes. 
00d recog | Circuit Judge Elmer Roller last De- 
ere was denied a Blue Cross motion for 
NS are bafa court judgment affirming this view. 
there ast The judge said there were questions 
‘astrophic qf of fact that should be settled in a court 
trial. Blue Cross then appealed to the 
stimates gf sate supreme court. 
n around 4 The city, opposing the tax exemp- 
552. Dillion yf tin, said that even though Blue Cross 
'%. "Tyas described in state law as a char- 
mparable jf itable and benevolent organization, 
Ne premigf Blue Cross actually spent nothing for 
r said gh purposes. If Blue Cross is en- 
al life iner. tiled to a property tax exemption 
| about ggeff because of the phrasing of this enabling 
‘ome in jy aw, then the law violates the state 
1 similar jf constitution’s requirement that taxa- 
ver the nerf tim be uniform, the city contended. 
niums ad The state supreme court, however, 
Of disposabje 
ims by 197 
twice whit 
Inge in per 
as been g. 
Vessel statej 
coming pn 
ninded, anj 
ces involve 
ay that »- 
urity mind 
f changing 
expanding 
e to be ever 
up and oth 
fringe ber- 
2 said. 
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J. T. DOCKERY 
DAVENPORT 


HALL OF HONOR 





MASTER AGENCY BUILDER 








Chosen for this year’s award, 
R. L. Boyd has been a company 
associate since 1939 and a general 
agent since 1946. His agency at 
Kokomo achieved the award for 
excellence in organization, produc- 
tion, average size policy and over- 

all operational efficiency. 


Selected for pre-eminence in all 
phases of career life underwriting, 
J. T. Dockery of the Newell C. Day 
Agency Davenport, has been a com- 

any associate since 1945. Long a 
eader in his community, his career 
of life underwriting has been 
equally distinguished. 













Equitable 


LIFE INSURANCE 
COMPANY OF IOWA 
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Agent Associations Provide Check On Wisdom Of Decisions 


(CONTINUED FROM PAGE 8) 
practices would stand up under search- 
ing inquiry, and whether we believe 
that the objections we voice collective- 
ly are the same objections we would 
voice individually. Are we verbalizing 
oBjections at the same time that we 
fight a temporary delaying sales action, 
catering to the sales mood of the mo- 
ment and settling for a fast dollar and 
thereby equivocating with the moral 
problem involved? There can be no 


justification for inveighing against re- 
placements, for example, when in per- 
sonal practice we are falsifying our 
answers to the replacement question on 
our applications and suggesting tempo- 
rary loans until the next premium due 
dates. Like Alice, it would be well for 
us to step through the looking-glass and 
see things from the other side. | 

“Let all segments of our industry 
confess that the problems which plague 
us are a mutually shared responsibility, 


that the blame is well distributed 
among us all. It would seem that we 
have an equivalent responsibility to 
join forces and together fight against 
the forces both within and outside our 
industry that have brought these 
plagues upon us. We know and under- 
stand our mutual problems more 
clearly and more honestly now that the 
two great segments of our in- 
dustry have begun to talk and to con- 
sider together the solutions that can 








Why so many 
brokers prefer 
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AGC DENT AND WeALTh PLAN | 
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Great-West Life 


Great-West’s outstanding A & H portfolio includes non-cancellable and guaranteed 
continuable as well as commercial contracts. Three great plans assure brokers 
complete satisfaction in filling their clients’ needs. The Maximum Protection Series 
features disability income plans, non-cancellable and guaranteed continuable to age 
65. The Economaster Series for commercial disability — accident only, or accident 
and sickness — is available to both employed men and women. The Dollar Guard 
Series provides guaranteed continuable medical expense plans, lifetime hospital 
and surgical contracts; and a Major Medical contract with benefits up to $7,500 


available to families and individuals. 


Great-West Life has many other advantages too! Here are the most important... 
a wide range of quality contracts; rates that win sales; personal, attentive service 
on every contract; liberal commissions; complete co-operation and open-minded 
assistance from Head Office; plus the fact that Great-West is firmly established as 
one of the most experienced leaders in brokerage business. 


Make these factors work to your advantage . . . in more sales, increased earnings 
..- by calling or writing your nearest Great-West office today. 


The Great-West Life Assurance Company 


HEAD OFFICE - WINNIPEG, CANADA 
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jointly be explored and unce 
maintain the magnificent t-aditiog 
our time-hallowed institution of 
insurance. 


DRT I: 
Jex F 











“It should not be too difficult fopg ff Te mi 
men of good will within the indy #ps sued 
to turn back those trends and prac, qual = ™ 
that, if continued, would destroy 64-1960 







favorable public image we Zi 


more than a century enjoyed. It will 
required that we re-train ang pie gen¢ 
educate our field forces to the copy, business 
that a life insurance policy ig ty, §pam dra 
tionally a contract for permanent, », omic t 
temporary, protection.” 
After outlining ways of accomplig,§ 
ing this, Mr. Gutmann pointed Out thai acters ‘ 
some problems are not of the industry, ae 
own making. There are e 
forces at work that pose diffi 
but these will be rendered less impos. 
ing and less dangerous “if we Clog 
ranks as an industry and present a poy. 
ture of attack rather than of defen, § “ 
We have been guilty of running scany eiden ca} 
of adopting new and strange gx tained @ 
philosophies and strategies, almost ¢ 
conceding that these external economy 
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of index 
— have made a mockery of perm. Table. Co 
i gnt to al 
Reversal of Trend A Challenge sues of th 


Mr. Gutmann said there has bey 
an unmistakable trend in the i 
pointing to the conclusion that agen 
are in a fair way to becoming purvg. 
ors of protection contracts only aj 
conceding that a life insurance 
has outlived its usefulness as an ip. 
strument for savings. The reversal of 
this trend is a challenge to all. 

“All of us must come to the pointiy 
our sales strength where we will m 
hesitate to tell our clients that the 
must be prepared to pay a few dolla; 
more for the superior product whid 
is their permanent life insurance an 
for the service which only we are @ 
pable of rendering,” he said. “We can 
not afford to service the institutional 
products they buy from _ wholesak 
sources after they come under om 
wing. But we had better be sure tha 
we are worth the price you ask then 
to pay. Product is important but sery- 
ice, intelligent guidance, has greate 
value.” 


State Mutual Life Boosts 
Underwriting Ceilings On 
Individual A&S Policies 


State Mutual Life has raised its w- 
derwriting limits on individual health 
policies. 

The maximum coverage issued with- 
out a medical examination on one, 
two- and five-year disability income 
policies has been increased from $20 
to $300 per month, except for apple 
cants of five-year policies over age 5 
who must be examined. 

Issue. limits on 10-year and dist 
bility-to-65 policies have been raised 
from $400 to $500 a month. Maximum 
participation limits in all companié 
are $1,000, up from $900. 


a UO mMoerontns 2 kw 


30 New Agency Heads Visit 
Bankers National Life HO ri 


Bankers National Life was host # 
the largest group of new ge 
agents when 30 general agents 
managers visited the home office # 
meet company executives for 
sions of administrative and underwtlt 
ing procedures. Bankers National 1 ; 
appointed 45 new general agents siné 
the first of the year, most of them # 
California and Missouri areas, Wis) 
the company’s two newest regional 0& 
fices are located. ¢ 
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DRT Issues Proceedings 


For ‘54 Through ‘60 


The Million Dollar Round Table 
hae issued an eight-page index of its 
Pe meeting prodeedings books 
960 inclusive. It lists all speak- 






i panelists alphabetically and 
alphabetically under 
these general headings: beneficiaries, 
pusiness insurance, compensation 
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: dramatized presentations, eco- 
pomic trends. employe benefits, estate 
planning, investments and life insur- 

MDRT members and their char- 
istics, personal organization and 
control, programing, sales ideas 









techniques, settlement options, 
taxes, trusts and wills, and variable 
annuities. 


The index was compiled by a qual- 
and life member of MRDT, 


Pos. James B. Longley, United Life & Ac- 


cident, Lewiston, Me. Mr. Longley re- 


Scatei fined a librarian to catalogue his of- 


fice records, including his MDRT pro- 
eedings books, and had an extra set 
of index cards made for the Round 
table. Copies of the index have been 
gnt to all 1961 MDRT members. Is- 
ses of the proceedings book for the 





Mr. Agent: 


The proof of the apple—or 
insurance plan—is in its con- 
sumption. United Life’s for- 
mula is simple: give the agent 
the independence he needs to 
operate at maximum efficiency 
in the field; provide him with 
the best products possible; 
furnish him with complete 
agency backing, including 
proven promotional tools. 


WRITE: 


OR CONTACT: 


,Mich.*, N. C.*, Pa.*, and 





ional ha 





EST. 1913 


the core of your problem! 


H. V. STAEHLE, C. L. U., Field Management Vice President, United 
Life, 2 White Street, Concord, New Hampshire. 


WARREN E. CUTTING, Supt. of Agencies for the District of Columbia, 
Fla.*, Ill.*, Mass., N. H., N. J.*, Ohio*, Vt.*, and Va.*. 


WALTER O. COREY, Supt. of Agencies for Cal.*, Conn., Del.*, Md., Me., 
*Agency building General Agents’ opportunities available. 


UNITED LIFE AND ACCIDENT INSURANCE COMPANY 
CONCORD, NEW HAMPSHIRE 


65-Plus Plans Introduced 


By Pa. Blue Cross, Shield 


HARRISBURG, PA.—Both Blue 
Cross and Blue Shield coverage for 
persons over age 65 who have not been 
previous subscribers to the plans has 
been introduced in Pennsylvania. 
Enrollment in both plans will begin 
late in May. 

Blue Cross rates will be $6.67 month- 
ly for individuals and $13.34 for fam- 
ilies. Benefits include 30 days of hos- 
pital care per year after payment of 
$2.50 a day for the first 20 days, out- 
patient care and home nursing after 
hospitalization. 

Blue Shield will offer three contracts, 
ranging from $1.83 a month for indi- 
viduals earning less than $1,500 a year 
to $7.32 a month for a member with 
dependents earning more than $4,000. 

Robert B. Hughes of East Lansing, 
Mich., led all agents of American 
Medical-Hospital Benefit in April pro- 
duction. 





years ’57, ’°58 and ’60 are available in 
very limited quantities, to members 
only, at $5 a copy. 



























Let's go to 


How has it worked? United 
Life is one of the fastest grow- 
ing, most highly respected 
companies in the industry 
oday. 


If you would like further de- 
tails of this company’s concept 
of “agent-mindedness” and 
what it can do for you, we 
invite you to write now. 
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A 1960 


record that 
means a lot 


to you 


100% ahead of 1960). 


There’s a good reason why... 


Continental Assurance offers a superior line of policies 
such as... Non-Cancellable Income Protection, Guaran- 
teed Renewable Hospital Protection, Guaranteed Renew- 


able Major Medical Protection. 


Find out for yourself... 
.. . how good ... . how salable. . 


analysis. 


CONTINENTAL ASSURANCE @ 


Member of Continental-National Group 
310 South Michigan Avenue, Chicago 

























CAC’s Individual Health Volume in 1960 ran Nearly 
Double Our 1959 Total (And 1961 is running more than 






. these contracts are. 
Write for sample Red Line Contracts for your personal 
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Northwestern National 

The company has expanded its pen- 
sion and tax department, renaming it 
the pension and special plans depart- 
ment. 

James A. Nowak, formerly group 
secretary, has been appointed manager 
of the department, succeeding Rolland 
F. Hatfield, who is on leave of absence 


HeNATIONAL UNDERWRITER 


Home Office Changes 


as Minnesota tax commissioner. Suc- 
ceeding Mr. Nowak as group secretary 
is Robert W. Backstrom, formerly 
group underwriter. Lyman Moyer, as- 
sistant group secretary, will assume 
responsibility for the group ‘contract 
section, previously under Mr. Nowak’s 
direction. Joining the new unit is Don- 
ald Fillmore, formerly attached to the 


agency department as manager, ad- 
vanced training, who will be in charge 
of advanced underwriting. Fred Barnes, 
attorney, and Darrel Walker, super- 
visor of pension administration, are 
also members of the new pension and 
special plans department. 


American United Life 
The company has promoted Fred 
DeBartolo to reinsurance actuary. A 
member of American United’s actu- 
arial staff for the past five years, Mr. 
DeBartolo will be in charge of all 
product price and design in the rein- 
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own standards. 


W. deV. Washburn 
President, AMERICAN HEALTH INSURANCE CORPORATION 


A Personal Message to Life Underwriters 
Seeking a More Rewarding Career 
with Health and Life Insurance 


Our only concern as health insurance specialists is to do the best possible 
job for our policyowners and agents in health insurance. More is involved than 


just policy provisions, rates and commissions. This we have known right along, 


As a company engaged from the start in this specialized underwriting in its 
own right, we have a sureness of effort and attitude of service in health 
insurance, and we enjoy and are grateful for our well-earned reputation for 
integrity. The secret ingredient of inner confidence helps each of our agents 
succeed, of course. He knows he will deliver the promises he makes to others, 


with a special kind of service. 


Life and Health Insurance go together. We believe that if you are a 
life man interested in moving ahead in a sound, secure career you should take a 
good look at American Health—an insurer that specializes in this single type of 
coverage, with a very high growth potential for you. It will help you set your 


Health insurance can harm you or help you in a life insurance career. 
As a result of specializing, we believe we understand the problems of this business 
in general, and those of the agent or general agent in particular. We believe we 
know just a little more about how you—a life agent—can better employ health 
insurance as a tool in your career accomplishment. 


At American Health there is always room for carefully selected agents 
who intend to move ahead, and who have deserved, good reputations in their 


If these ideas make sense to you, we would be glad to tell you more. 
Why not check a little further into the American Health Story? 


W. deV. Washburn 
President 


AMERICAN HEALTH 


INSURANCE CORPORATION 
300 St. Paul Place, Baltimore 2, Md. 
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surance area. He began hi 
1940 as an actuarial clerk with 
tual Trust Life. He joined 1 incoly pie 
tional Life in 1947 and served ag »pencies of 
derwriter and actuarial assistant, og. Mere 
joining American United in 19 
DeBartolo has been assistant acty Bede 


Ohio Nationa! 
New officers are 
A. Otis Graeser, 
vice-president and 
secretary, Richard 
G. Staudigel, as- 
sistant secretary 
and purchasing 
agent, and Charles 
C. Brown, secur- 
ities secretary. 
Vice-president Ar- 
nold A. Johnson 
assumes the addi- 
tional duties of 
treasurer. Mr. 
Graeser has been secretary, Mr, Sty, 
digel purchasing agent, and Mr, Brow 
a securities analyst. Mat versity 
Arthur W. Schubert, president gfwy #26, C 
Emery Industries, has been elected jj 4% =" 


31, Frat 
the board. Me yal York 






















































. e ° U- 
California Life vat Guet 

-2, Soci 

Byron K. Anderson has been namgj wt Sel. 


sales vice-president. He entered th ine 2, CLU 1 
business with Equitable of Iowa ay Philadelphia 
June 4-9, - 
ers, 
mieaeiphis 
1, Actui 
All Ameri . 
, Soc 

merican L.&C. June £9, Soc 


Harry Lowe, who has been with the june 12-14, C 
company’s group department sing} trict, Unive 
1958, has been promoted to adminis. /ue 22-14, In 
trative manager. York City. 

Robert A. Strobel has been namgifl june 15-17, C 
sales supervisor. He has had 12 yen {etRon!” 
field and home office experience With june 19-21, A 
Zurich. cal section, 1 


June 19-30, 
H Officers Inv 
Aetna Life cemeees fo 


Edward F. Faulkner, superintendent} june 22-24, ( 
of special risks, and Robert F. Loh}, wilers, anr 
superintendent in the group statisticll ine 24-29, Mi 
department, have been promoted tf Americana | 


assista i i j.§ June 25-28, C 
stant secretaries in the group d- annual, She 


was named general agent at Cody 
Rapids in 1953. Most recently he hy 
been sales director of Allstate Life 






































vision. July 21-29, N 
‘i ™ annual, She 

Berkshire Life July 30-Aug. 

Robert J. Ricketts, regional supe} ye 13.19, c 
visor, has been appointed to the rado, Bould 


created post of agency development} Aus. tg 
supervisor. Before joining the co teat, La 
pany, he was with John Hancock. } Aug. 


United States Life | ono 
Dominick B. Zuccaro has been ap} Te, Green 
pointed director of administration. He Sept. 0.22 1 
has been in the accounting, audit ani She 


agency departments. Sept, 24-29, 
writers, ant 
e e ver, 
Colonial Life —Hsept. 25, Fre 
Ronald P. Barth, agency assistant inj Netherland 


the agency services department, annual, Sho 
been appointed manager of that df sept, 25-27, n; 
partment. Netherland 
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Monumental Life ae ton 
James O’C. Gentry has been # Foal 
pointed assistant counsel. He has beaj %/8-2. 1 
assistant attorney general of Marylatll oct s9.Nov. 
Edmund W. Randolph has oe — 
named director of general agencies. Hef, ", | a 
. ’ ( 
Ass., annu 

cl a8 ma. 

Nov. 13-15, 
Service Guide » je 
Dee. 4-8, Na 











phus 

Dec. 11-12, f 
CONFIDENTIAL NEGOTIATIONS FOR "gang Wa 
SALE OF INSURANCE COMPANIES Waldert- Ae 
Dec. 13-15, L 
dorf- Astor’ 
‘Dec, 27-29, 
Gy. 
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30 N. LaSalle St. 
Financial 6-9792 
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hi <been a general agent at Minneapo- 
rk with of Bankers Life of Nebraska, and 
1 Lincolp yppefore that was superintendent of 
erved ag » Myencies of State Mutual Life. He en- 
Sistant, go Bred the business with Penn Mutual 
in 19% 4 and was general agent at Roch- 
tant act mdr, N.Y.. and director of new or- 
Z_jjzation at the home office. 
ci’ 





LAND MUTUAL policyholders 
we elected Charles W. Grady, ad- 
inistrative vice-president, a director. 
| NORTHERN FOUNDERS—Mansell 
i Piper, who joined the company last 
wr after having been with North 
k Life of St. Paul as vice-presi- 
‘int and treasurer, has been named 

ident. Clifford A. Thorup, formerly 
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Otis Grose, 
y, Mr. Sty, 


| Mr. Brow ‘ay 4-25, CPCU institute, southeast district 
University of Georgia, Athens. 
resi 26, Canadian Life Insurance Officers 
n sled 4 a Swual, Seigniory Club, Quebec. 
b 31, Fraternal Actuarial Assn., midyear, 
Royal York Hotel, Toronto, Ont., Canada. 
jue 1, CLU-CPCU building dedication cere- 















e mony, Huebner Hall, Bryn Mawr, Pa. 
1-2, Society of Actuaries, regional, Royal 
been namaj Mori hotel, Toronto. 


entered the Jue 2, CLU national seminar, Sheraton Hotel, 
f Iowa anf Philadelphia. 
t at june 4-9, National Assn. of Insurance Com- 
Cec missioners, annual, Bellevue Stratford Hotel, 
ntly he ha} philadelphia. 
tate Life Fjune 7, Actuarial Club of the Pacific States, 
annual, Ambassador Hotel, Los Angeles. 
RC. June 8-9, Society of Actuaries, regional, Am- 
P bassador Hotel, Los Angeles. 
en with the June 12-14, CPCU institute, south central dis- 
Nent sing trict, University of Kansas, Lawrence. 
iat 12-14, International Assn. of A&H Under- 
0 adminis geal annual, Waldorf Astoria Hotel, New 
York City. 
een name 15-17, CPCU institute, north central dis- 
= Bowling Green State University, Bowl- 
id. 12 years pe 





















° ' Green. 

rence with June 19-21, American Life Convention, medi- 
cal section, Homestead Hotel, Hot Springs, Va. 
June 19-30, American Life Convention, Life 
Officers Investment Seminar, Beloit College, 
: Beloit, Wis. 

erintendent} june 22-24, California Assn. of Life Under- 
LE Lorch, writers, annual, Biltmore Hotel, Santa Bar- 





) statistical June 24-29, Million Dollar Round Table, annual, 

‘Omoted tif Americana Hotel, Miami Beach. 

group di-f June 25-28, Consumer Credit Insurance Assn., 

annual, Sheraton Towers Hotel, Chicago. 

July 27-29, National Assn. of Life Companies, 

annual, Sheraton-Charles Hotel, New Orleans. 

July 30-Aug. 5, CLU institute, University of 

al . Madison. 

hal super Aug. 13-19, CLU institute, University of Colo- 

the newly] rado, Boulder. 

Aug. 21-23, International Federation of Com- 
Travelers Insurance Organizations 

















annual, La Fonda Hotel, Santa Fe. 
ancock, t. 1, National Insurance Assn,. 
annual, eraton-Park Hotel, Washington, 
e D.C. 


Sept. 17-20, International Claim Assn., annual, 
es Greenbrier, White Sulphur Springs, 
. Va. 

Sept. 20-22, Life Insurance Advertisers Assn., 
annual, Sheraton-Dallas Hotel, Dallas. 

Sept, 24-29, National Assn. of Life Under- 
writers, annual, Denver Hilton Hotel, Den- 
ver, 


Sept. 25, Fraternal Actuarial Assn., annual, 


sistant ing Netherland Hilton Hotel, Cincinnati. 
nent, Sept. 25-27, Life Office Management Assn., 
that de annual, Shoreham Hotel, Washington, D. C. 


Sept. 25-27, National Fraternal Congress, annual 
Netherland Hilton Hotel, Cincinnati. 
Oct. 9-13, American Life Convention, annual, 
, Edgewater Beach Hotel, Chicago. 
Oct. 10, Insurance Economics Society, annual, 
been ap§ Edgewater Beach Hotel, Chicago. 
has beet Oct, 18-20, Institute of Home Office Under- 
Maryland annual, Jung Hotel, New Orleans. 
arya} Oct, 30-Nov. 1, Health Insurance Assn., indivi- 
las beef dual insurance forum, Biltmore Hotel, New 
ncies, Hef York City. 
Nov. 6-9, 
1} Assn., 
Hy c2¢0. 
) Mf Nov. 13-15, Society of Actuaries, annual, The 
8 enbrier, White Sulphur Springs, W. Va. 
'] Wy Dee. 4-8, National Assn. of Insurance Com- 


regular meeting, Baker & Adol- 
phus Hotels, Dallas. 





Life Insurance Agency Management 
annual, Edgewater Beach Hotel, Chi- 


Dec. 11-12, Assn. of Life Insurance Counsel, 
annual, Waldorf Astoria, New York City. 


13, Institute of Life Insurance, annual, 
Waldorf-Astoria Hotel, New York City. 


de 13-15, Life Insurance Assn., annual, Wal- 


_ Bec. 
City. 


Hotel, New York City. 


27-29, American Assn. of University 
of Insurance, annual, New York 


with Equitable Life of Iowa, has been 
named assistant vice-president and di- 
rector of agencies. 


AUSTIN LIFE of Texas—B. H. 
Powell Jr. has been elected a director 
to succeed his late father, Judge Ben 
H. Powell, who was one of the founders 
of the company and for many years 
chairman. Mr. Powell Jr. is a director, 
vice-president and general counsel of 
Brown & Root. 


COLUMBIA MUTUAL LIFE of 
Sioux City, Ia., has named William K. 
Niemann, who retired last year after 
32 years with Bankers Life of Des 
Moines, president. Other new officers 
are Walter W. Goeppinger, chairman; 
Charles H. Betts, vice-president, and 
Walter T. Hart, secretary. 


TEACHERS INSURANCE & AN- 
NUITY has appointed Neale F. Hooley 
to its investment law department. He 
was formerly with Keegan & Clarke, 
New York law firm. 


NORTHEASTERN LIFE has ap- 
pointed Dr. Sheldon Preschel medical 
director. He is also assistant medical 
director of North American Reinsur- 
ance. 





NORTH CENTRAL CO.—New vice- 
presidents are Leonard T. Heinen, 
controller North Central Co. and its 
subsidiaries; Herbert D. Allers, trea- 
surer and actuary for life insurance 
operations and Volney O. Hildreth, 
manager of business development and 
also business manager of Wall Street 
Planning Corp., mutual fund sales or- 
ganization. 

Richard J. O’Brien, company attor- 
ney, was elected secretary, a post for- 
merly held by Mr. Heinen. Named as- 
sistant vice-presidents were John W. 
Alsen, manager data processing and 
premium accounting; Jerome W. Dege- 
naar, Manager personnel and office 
services; Ralph S. Durand, chief ac- 
countant; Gerald J. Franksen, general 
agency sales manager; Wilbur B. Rog- 
ers, financial agency sales manager, 
and John W. Wagner, claims and se- 
lection manager. 


CRAFTSMAN LIFE has appointed 
Curtis K. Gerry consultant-adviser at 
the home office. He has been execu- 
tive vice-president, and director of 
agencies of Maine Fidelity Life. Before 
that he was general agent of Mutual 
Trust Life at Portland, Me., where he 
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had been with Phoenix Mutual Life. 
He has been vice-president of South- 
ern Maine Life Underwriters Assn. and 
secretary of Portland General Agents 
& Managers Assn. 


AMERICAN LIFE of Dallas has 
named Eldon L. Davis agencies co- 
ordinator. He was formerly president 
of Empire State Life and‘ previous to 
that was agencies director for Inter- 
national Fidelity of Dallas. 


PERPETUAL NATIONAL LIFE has 
named L. L. Finch agency vice-presi- 
dent. 


NATIONAL FAMILY LIFE of St. 
Paul has appointed Albert Koch to 
head the newly created department of 
advertising and promotion. 


MARYLAND LIFE has elected Jo- 
seph L. Whyte a director. He is vice- 
president and trust officer of Ameri- 
can Security & Trust Co. of Wash- 
ington, D. C. 


PILGRIM LIFE of Indianapolis has 
appointed Robert G. Schroeder assist- 
ant secretary in charge of personnel, 
policyholder service, accounting and 
public relations. 
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“Now, that’s what I call service!’”’ 


The Plaza 
New York, N. Y. 


Hotel Roosevelt 
New York, N., Y. 


The Mayflower 
Washington, D. C. 
Edgewater Beach Hotel 
Chicago, Ill. 
Somerset Hotel- 


Hotel Kenmore 
Boston, Mass. 


Paim Beach Biltmere 
Palm Beach, Fla. 
The Royal Orleans 


New Orieans, La. 
(Summer, 1960) 


Hotel Quito 
Quito, Ecuador 


Charterhouse Metor Hotel 
Cleveland (Euctid), Ohio 


So do we! At HCA we believe the real 
difference in hotels is the way people are 
treated. After all, what is service but an 
awareness of people’s needs? 


HCA calls it personalized service. That 
means you get the kind of service that ar- 
ranges perfect seating, a P. A. system that 
functions properly, and projection equip- 
ment, visual aids, lights and props set up 


Hotei CorpPorATION ofr AMERICA 


A. M. SONNABEND, President 








when and where you need them. These and 
many more conveniences are all arranged 
for you by a staff that knows your prob- 
lems — and how to solve them. 


Tell us your requirements and we’ll help 
make your next convention more success- 
ful. For information or reservations at any 
of the HCA hotels, contact your nearest 
HCA hotel. 


Charterhouse Motor Hotel 
Washington, D. C. 
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Pacific Fidelity Life 

Douglas E. Hig- 
ginbotham has 
been named _ re- 
gional superinten- 
dent of agencies 
for the northwest 
division with of- 
fices at Portland. 

Mr. Hi g gin- 
botham began in 
the business with 
Occidental of Cali- 
fornia and from 
1952 through 1957 
he was with Mid- 
land National Life as life underwriting 
manager, superintendent of agencies, 
and agency vice-president. Since that 
time he has been west coast superin- 
tendent of agencies for Standard Life 
of Indiana and vice-president and 
agencies director for Great Northwest 
Life. 

Alex S. Baca has been named gen- 
eral agent at Sacramento, Cal. He has 
been with Mutual Life of New York 
and Continental Assurance. 





D. E. Higginbotham 


Connecticut General 

Roger A. Steinharter, group pension 
representative at New York, has been 
appointed district group pension man- 
ager at Cleveland. 

Philip M. Campbell, group repre- 
sentative at Detroit, has been named 
assistant group manager there and 
James A. Ossola, group representative, 
has been appointed assistant group 
manager of the Los Angeles district 
group office. 


Manhattan Life Of New York 
Eugene M. Jen- 
nings has been ap- 
pointed general 
agent at Corpus 
Christi, Tex. He 
had been vice- 
president and 
home office agen- 


Lee National Life 
and before that 
was superintendent 
of agencies of Re- 
public National 
Life. He _ started 
with Pilot Life, later becoming general 
agent and state manager. 


Sun Life Of Baltimore 


Appointed general agent at Erie, Pa., 
is the P. A. Cutri agency, a multiple 
line agency which was formerly gen- 
eral agent at Atlantic Life. Agency 
principals are Donald R. Cutri, presi- 
dent, and Leon Nathansohn, vice- 
president, who, until he joined the 
Cutri agency, was Atlantic Life gen- 
eral agent at Erie and before that was 
with John Hancock. 


Mutual Benefit Life 


Raymond C. Updegraff has been 
appointed regional group manager of a 
new regional group office at Minnea- 
polis. He had been group representa- 
tive for New Jersey of Nationwide. 





Eugene M. Jennings 


Dominion Life 

William Claflin has been appointed 
regional group supervisor for southern 
New Jersey, Pennsylvania, Delaware 
and Cleveland. He was formerly dis- 
trict group manager of Federal Life of 
Chicago at Philadelphia and district 
group representative there. Before that 
he was brokerage supervisor of Valley 





cy manager of, 





HeNATIONAL UNDERWRITER. 


Changes In The Field 


Forge Life at Philadelphia, group re- 
presentative of American Casualty and 
with Sun Life of Canada. 


Great-West Life 
Supervisors appointed are J. J. 
Gray Jr., at Pittsburgh; D. A. Sib- 
bring at Columbus, O.; and C. D. Wa- 
ters at Peoria. 


Zurich American Life 
The company has opened a unit at 
Philadelphia. Named life sales super- 
intendent there is Charles F. Lubbock, 
who has been with Prudential. 


Ohio National 


Martin J. Robert 
has been appointed 
manager at In- 
dianapolis for cen- 
tral Indiana. A 
CLU, he has been 
agency supervisor, 
general agent and 
superintendent of 
agents at Ham- 
mond and Indian- 
apolis. 


Martin J. Robert 


Jefferson National 
New general agents are Orrie W. 
Cattran at Lancaster, O.; Macon M. 
Hough, Toledo; Norman L. Adkins, 
Huntington, W. Va.; and Joseph L. 
LaTorre Jr., St. Petersburg, Fla. 


North American L., A.&H. 


G. Kenneth Davidson, formerly with 
New American Life of Billings, Mont., 
has been appointed regional sales di- 
rector there. 

New general agents appointed are 
Orvin G. Fjare at Big Timber, Mont.; 
A. Lloyd Dubroff and J. Stanley Johan- 
sen at Tallahassee, Fla.; and John E. 
Partee at Winter Garden, Fla. Mr. 


Fjare has been with Northwestern Na- 
tional, Mr. Dubroff with Union Life 
of Little Rock, and Mr. Johansen has 
had experience with Massachusetts 
Mutual. 


Indianapolis Life 


Se 





Thomas E. Mul- 
lin has been ap- 
pointed general 
agent at Daven- 
port, Ia. He has 
been active in the 
life field since 
1954. 


Thomas E. Mullin 


Confederation Life 

The Hurt & Quin life agency, life 
subsidiary of the Hurt & Quin gen- 
eral lines agency at Atlanta, has been 
appointed general agent with Kenneth 
R. Murphy as manager. He has been 
with Confederation Life as divisional 
manager at Detroit. 


Protective Life Of Alabama 


Appointed heads of new general 
agencies are: 

D. W. Parkton at Fort Walton, Ga. 
He has been with Coastal States Life. 

T. W. Lord at Marietta, Ga., where 
he has been general agent of Kenne- 
saw Life & Accident. 

E. E. Boehm at Charleston, W. Va. 
He has been assistant manager of Me- 
tropolitan Life. 


Occidental Of California 


Charles J. Turner, completing 33 
years as state manager in Montana for 
the company, has been appointed 
senior consultant for the state, and his 
son, C. Jack Turner, assistant branch 
manager of Occidental’s Great Falls 
branch office, has been appointed to 
succeed him as_ branch manager. 
Charles Turner became agent of State 
Life of Montana in 1921. When Occi- 
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dental acquired that compary in 1p 
he became an Occidental agent 
1927, was appointed state map 
with headquarters in Great Falls 
Gene A. Graff has been appoj 
assistant manager at Cincinnat;, y 
has been with Pacific Mutual. 
A. Raymond Ables, formerly yi 
Prudential, has been appointed broke, 










age manager at Pomona, Cal. Nort 
$ yiCHIG 
Western Life Of Heleng ning aN 






James E. Fagan Jr., has been Namgj inted 
superintendent of agencies at New Ori goth men 
leans for Louisiana. He was Seneraff al there. 
agent of Republic National. 







Republic National Life 
Russell W. Dorrell has been 
general agent at Little Rock. He hy 
been in the business 30 years, 


Massachusetts Mutual 


Jim G. Gibsy 
has been appoint. 
ed general agent x 
Shreveport, La, 
has been with 
Aetna Life ther 
as assistant gene. 
al agent. 

He has | 





Jim G. Gibson 


Prudential 


Daniel L. Hart, associate manage 
at Detroit, has been named associat: 
manager at St. Paul. He joined Py. 
dential in 1955 at Milwaukee and wa 
transferred to Detroit later that yeu, 

Robert P. Vivers has been nama 
district group supervisor at Detroit 
Mr. Vivers joined the company 14 
years ago at Newark, went into grow 
sales in 1951 and for the past thre 
years has been assistant director of 
group sales and service at Minneapolis, 

John M. Christianson Jr., who joined 
the company 10 years ago at Sheboy- 
gan, Wis., and in 1957 was named staff 
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Pary in je anager there, has been appointed 
agent ang + manager at Beloit, Wis., suc- 
ate map ang Edward R. Geach, who has 
eat Falls (£4, transferred to a similar position 







en appoi +Green Bay. 
‘tual Sf yoRTH CENTRAL LIFE has ap- 
ormerly .Jrinted Douglas Christensen general 






Wont at Billings, Mont. He has been 
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Call 4 ith North American L.&C. 
CHIGAN LIFE—Vernon S. Glen- 

teleng = and Alan A. McLeod have been 

| been namefl opointed general agents at Detroit. 


s at New g, goth men have been with the Pruden- 
irl. Seneraif ial there. 
é GULF LIFE—Frank A. Diamond, di- 
al Life [rector of sales promotion, has been 
been apointed manager of a new ordinary 
lock e cy at Jacksonville, Fla. He is past 
‘oct: He hafident of the Jacksonville CLU 
ee. vnapter. Robert F. Kuhling, associate 
er of the established Jackson- 
vile ordinary agency, has been pro- 
moted to manager there to succeed 
James M. Harlan, who has retired from 
management duties. Mr. Kuhling is 
past president of Jacksonville Life Un- 
jerwriters Assn. and former vice- 
ident of Jacksonville General 
Agents & Managers Assn. 


LINCOLN LIBERTY LIFE has 
named B. F. Clifton field supervisor 
for central Texas with offices at Waco. 
He has been a high school football 
and track coach. 


MIDLAND NATIONAL LIFE—G. C. 
mn has been appointed general 
agent at Boise. 


GIRARDIAN—Charles H. Sorrels Jr. 
has been named regional manager of 
Louisiana, Mississippi and Alabama. 


INDIANAPOLIS LIFE—Alden A. 
Ameden has been named general agent 
at South Norwalk, Conn. 


AMERICAN HOSPITAL & LIFE— 
James W. Gerrets has been named 
manager at Alexandria, La. 


CITIZENS NATIONAL of Indiana- 
polis has appointed Fred Bartlett re- 
gional supervisor at Hartford, Ky. 


lutual 


G. Gibson 
EN appoint. 
eral agent q 
port, La, He 
een with 

Life ther 
stant gener. 
nt. 


‘te manage 
ed associate 
Joined Pry. 
ee and wa 
r that year 
een name 
at Detroit 
ompany 1f 
- into group 
past three 
director of 
Minneapolis, 
who joined 
at Sheboy- 
named staff 











LIFE INSURANCE EDITION 


Ind. Life Agents Name 
Inman Man Of Year 
At Annual Convention 


Garnett Inman, Wisconsin National 
Life, New Albany, Ind., was named 
“Hoosier Life Underwriter of the Year” 
at the annual meeting of Indiana 
Assn. of Life Underwriters at Indiana- 
polis. The award, the state’s highest, is 
given each year for meritorious serv- 
ice to the insuring public, the business, 
and the association. 

The meeting opened with a leader- 
ship training school for new officers of 
locals, with a dinner that evening at 
which Commissioner McClain spoke 
and took questions from the floor. The 
business meeting of the association was 
held the next morning, with the sales 
congress starting at noon with 421 in 
attendance. 

Opening speaker on the sales con- 
gress was H. B. Sharer, sales training 
consultant U. S. Rubber, speaking on 
“What Makes a Star Salesman a Star.” 
He was followed by John Z. Schneider, 
manager Connecticut General, Balti- 
more, NALU trustee. 

Mr. Schneider declared that at its 
uncomplicated best, life insurance is 
good property, but, he charged, “We 
have so gimmicked it up in recent 
years with such fads as bank loan, 
fifth dividend options, double dollars, 
and term on term that things have got- 
ten completely out of hand. To the ex- 
tent that companies and agents have 
sold fads, they have not served the 
public well. Gimmick selling is weak 
selling.” 

Charles T. Wheeler, New York Life, 
Columbus, O., spoke on “Planned 
Scratching.” The sales congress wound 
up with a panel of million dollar pro- 
ducers moderated by Hamilton Gard- 
ner, Mutual Benefit Life, Indianapolis, 
and including Nate Kaufman, Indiana- 
polis Life, Shelbyville, James Lough- 
ery, Connecticut Mutual, Indianapolis; 
and Walter Davis, Northwestern Mu- 
tual, Indianapolis. 


Robert W. Johnson of Groverton, 
Ind., led Gleaner Life agents in April. 


Four Names Mentioned As 
Successor To Gerber Who 
Still Is Ill. Director 


The resignation announced last week 
of F. Vernon Rosenthal as No. 2 man 
in the Illinois department has given a 
new spark to rumors that Director 
Joseph S. Gerber will give up his job 
some time this summer after the leg- 
islature adjourns. 

Mr. Gerber was the only Republican 
survivor in the appointive ranks when 
the Democrats took over last fall, but 
despite official denials it has been 
thought in many quarters right along 
that Mr. Gerber would stay in office 
only to see his legislative program 
through and complete his important 
duty of studying rate regulatory laws 
for NAIC. 

Four names have been mentioned 
prominently as successors to Mr. Ger- 
ber: James Martin, an adjuster at 
Springfield; Peter W. Freilich, Chi- 
cago manager of Corroon & Reynolds 
and president of Insurance Federation 
of Illinois; Maurice F. Brennan, vice- 
president Consolidated American Life 
of Chicago, and Harry Hershey Jr., a 
Taylorville attorney, son of the su- 
preme court justice of Illinois who 
served as director about 10 years ago. 


State Mutual Life Sales In First 
Quarter Increase 35% 

State Mutual Life’s first-quarter 
sales totaled $151,171,000, an increase 
of 35%. March individual life sales 
were more than $20 million, up 6%. 
New individual health sales showed a 
5% gain for both March and the first 
quarter. New premiums of all types of 
group coverages in the first quarter 
were up 135%. Nearly all the gain in 
total life volume in the first quarter 
came from group life sales of $100,- 
035,000, as compared to $61,382,000 in 
1960. 


Herman Streit, Detroit, was the 
leading agent of Michigan Life during 
April. 
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Robert I. Curran Jr. 
Nominated To Head 
New York City Assn. 


NEW YORK—Robert I. Curran Jr., 
general agent for Massachusetts Mu- 
tual Life, was nominated for president - 
of the New York City Life Underwrit- 
ers Assn. at the May luncheon meeting. 

Other officer nominees are, Ist vice- 
president, Alfred S. Howes, agent of 
Connecticut Mutual; educational vice- 
president, Mark C. Muller, agent of 
Phoenix Mutual Life; membership vice- 
president, Arthur H. Bikoff, general 
agent of Aetna Life; public relations 
vice-president, Gerard B. Tracy, agent 
of National Life of Vermont; treasurer, 
Charles N. Barton, president of the 
Charles B. Knight agency of Union 
Central Life. 

Nominees for directors, through June 
1962, are John S. Gaines, manager New 
York Life, and Stanley Liss, agent New 
York Life; through June, 1963, Charles 
E. Drimal, general agent of Penn Mu- 
tual; through June, 1964, Alfonse T. 
Albolino, agent Mutual of New York, 
Richard W. Bandfield, agent Home Life 
of New York, Warren E. Clark, general 
agent Connecticut Mutual, Timothy W. 
Foley, agent State Mutual Life, Wilbur 
Neustein, manager Prudential, Harry 
Pincus Jr., agent Massachusetts Mu- 
tual, Milton Weiner, manager Equit- 
able Society, and Max H. Weis, agent 
Penn Mutual. 

Stanley Wayne, Mutual Benefit Life, 
was chairman of the nominating com- 
mittee. 


New England Life Raises 
ADB Limits On New Plans 


New England Life has increased its 
limits on accidental death benefits on 
new policies. 

New limits, subject to underwriting 
considerations, will be $50,000 from 
ages five to 24, $100,000 from 25 to 29, 
$150,000 from 30 to 55, and $100,000 
from 56 to 60. 

In general the company will limit 
coverage to the extent that the total 
ADB in force, pending or contem- 
plated in New England Life or any 
other company, may not exceed $200,- 
000. 


May Manager's s Handbook: 


All About Sales Promotion 


The May issue of LIAMA’s Man- 
ager’s Handbook is devoted exclu- 
sively to sales promotion for the first 
time in the history of the publication. 
It also includes as a book dividend the 
recently revised and up-dated text on 
developing persistent business, “Prof- 
itable Selling.” 

Special sections in the issue include 
one on approaches to selling the moth- 
er’s market and another on planning 
summer sales campaigns. 


Ads Tell Group Benefits 

A heavy schedule of Occidental Life 
of California advertisements in the 
nation’s business press is currently 
calling employer attention to advan- 
tages of new and exclusive manage- 
ment recognition program for pur- 
chasers of the company’s group insur- 
ance. The program is a ready-made 
package for use by employers to in- 
form and remind employes of the 
group benefits provided them—bene- 
fits often forgotten or taken for 
granted. The ads—14 in all—will run 
throughout the remainder of the year 
in Business Week and Nation’s Busi- 
ness magazines. Advertisements are 
also scheduled to appear in the insur- 
ance press beginning in May. 
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with a plan for every prospect 


You waste less time and effort, close more sales, when 
you have the particular plan your prospect needs and 
wants. When you sell health insurance for Mutual of 
Omaha, you have a wide selection of coverage that can 
be tailored to the individual’s requirements. You have 
plans that provide a regular monthly income, even for 
life, when the family breadwinner is disabled by 
a covered sickness or accident — Family Hospital- 
Surgical and Major Medical protection that uniquely 
meets the high costs of modern medical care. Select- 
Security plans, providing income and hospital coverage 
for many formerly considered uninsurable. 


Ail of these plans carry Mutual of Omaha’s famous Life- 
time Renewal Safeguard — they cannot be canceled 
for health reasons. 


A plan for every prospect—That’s the big plus in selling 
Mutual of Omaha — the plus that results in less waste 
motion, more sales closed. For information on a re- 
warding career, write Howard Dewey, Mutual of Omaha, 
Omaha, Nebraska. 





Mutual Benefit Health & Accident Association 
HOME OFFICE: OMAHA, NEBRASKA 
V. J. Skutt, President 
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Williams Cites 
feed To Fight 
fmotion With Fact 


Points To College Debate As 
Example Of Industry Losing 
To Unreasonable Arguments 


a 


The need to answer emotion with 
facts in the current national discus- 
jon of medical care for the aged was 
tied as a health insurance industry 
“must” in the days ahead by James R. 
Yilliams, vice-president and general 
manager of Health Insurance Institute, 
in an address during a public rela- 
tins symposium at the annual meet- 
ing of Health Insurance Assn. in 
New York. 

Mr. Williams pointed out, “We con- 
tinually see the use of emotional state- 
ments in discussions about financing 
health care. This is especially true 
from advocates who feel that the fed- 
eral government should play a larger 
role in the field. Thinking and state- 
ments of this character are real stum- 
bling blocks in our public information 


program.” 
Describes Institutes Work 


As a case of how reason sometimes 
loses out to emotion in the fight 
against a compulsory health insurance 
program, and to also show what 
Health Insurance Institute was doing 
to keep the industry record straight 
in the public’s mind, Mr. Williams de- 
scribed the institute’s work in the re- 
cent college debate on the subject of a 
federally-sponsored health insurance 
program and the results of that de- 
bate. 

The institute staff, because it had 
earlier developed information which 
was germane to the subject under de- 
bate, assembled a special kit of ma- 
terials which could be distributed to 
college librarians and debate squads in 
a format tailored to the needs of de- 
baters. 

Said Mr. Williams, “In consultation 
with the librarian of Institute of Life 
Insurance and with Health Insurance 
Assn, we developed a packet of ma- 
terials in a special envelope. This ma- 
terial was on its way to college cam- 
puses within two weeks time. In fact, 
the institute’s materials were the first 
of several pieces of material from 
many groups including labor and med- 
ial and hospital associations which 
were received by college debaters. 


Finals At West Point 


“The finals of the national debate 
question were held at West Point late 
in April. On the basis of regional se- 
lections, 38 teams representing col- 
leges and universities from 26 states 
debated this question over a period of 
two days. Before an audience of more 
than 500 people, the debate team from 
d University was judged the 
winner over Kings College. 

_ *he team upholding the affirma- 
tive side won the argument: ‘Resolved: 
That the United States should adopt 
4 program of compulsory health insur- 
ance for all citizens,” Mr. Williams 
reported. 

However, he pointed out that rep- 
(CONTINUED ON PAGE 31) 
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The newly elected and past president of HIA are caught in the camera eye 


with the association’s chief staff officer. From left are the new president, H. 
Lewis Rietz, executive vice-president of Great Southern Life; the immediate 
past president, Millard Bartels, chairman of the insurance executive committee 
of Travelers, and Robert R. Neal, general manager ef HIA. 





Millard Bartels Reviews 
HIA Accomplishment Record 


Health Insurance Assn. President 
Millard Bartels, chairman of the in- 
surance executive committee of Trav- 
elers, in a five-year review of private 
health insurance accomplishments at 
the HIA annual meeting in New York, 
said that the half-decade has seen a 
vast improvement in the service ren- 
dered by the business to the American 
people. 

“Most observers would agree that 
five years ago the public relations of 
our business had reached its lowest 
point,” Mr. Bartels recalled. 

“Criticism of our business as a way 
of financing the cost of health care 
was being voiced with increasing fre- 
quency in high places. There was vir- 
tually no rebuttal of these attacks al- 
though individual companies were 
doing what they could in an uncoor- 
dinated way,” he said. 

Mr. Bartels said that the associa- 
tion, formed in 1955, was closely fol- 
lowed by creation of Health Insurance 
Institute to disseminate a more favor- 
able image of the health insurance 
business. 


He pointed out that although the. 
budget for this effort has never been: 


large, considerable progress has been 
made in the last five years in improv- 
ing this image. 


Example Of Changing Image 


As one example of the changing im- 
age, Mr. Bartels cited the case of Wil- 
bur J. Cohen, the new assistant secre- 
tary of Health, Education & Welfare, 
who in testimony before the Senate 
finance committee last month said 
that since voluntary health insurance 
is doing a reasonably good job for peo- 
ple under 65, and with some supple- 
mentation can continue to do a good 
job, a compulsory national health in- 
surance system is no longer needed. 

Mr. Cohen earlier in his career was 
a strong advocate of some sort of gov- 
ernment-sponsored compulsory _ sys- 
tem. 





Mr. Bartels noted that it was per- 
haps significant that Mr. Cohen also 
said, “I think the advocacy of that 
system had more to do with propelling 
voluntary insurance to do a good job 
than almost anything else on the 
scene.” 

Another example of progress, Mr. 
Bartels said, was the institute’s ability 
to step into special situations where 
the health insurance story needs tell- 
ing. One such case was the recent na- 
tional intercollegiate debate on the 
subject of whether or not the United 
States should adopt a program of com- 
pulsory health insurance for all citi- 
zens. 

The debate required the prompt 
preparation of two insurance refer- 
ence kits telling the health insurance 
business’ side of the story to partici- 
pants. Five years ago, in most colleges 
and universities, no such material 
would have been available, but timely 
development of these kits this year 
brought the question into balance, Mr. 
Bartels said. 

He reported that a committee of 

(CONTINUED ON PAGE 29) 








John Panchuk, Federal Life & Cas- 
ualty, a newly elected HIA director, 
and V. J. Skutt, Mutual of Omaha, a 
past president of HIA. 
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Kennedy A&S Bill Stirs HIA Annual 


Health Insurance 
Faces Big Test 
This Year Or ‘62 


Opposition Continuing, But 
Chance Of Passage Conceded 
By Some At N. Y. C. Meeting 


By WILLIAM MACFARLANE 


NEW YORK—Although _ various 
Washington indicators suggest that 
Congress this session will not vote on 
the Kennedy administration’s measure 
for tieing health insurance for the 
aged to the social security system, 
many members of Health Insurance 
Assn. of America at the annual meet- 
ing here last week were, in a phrase 
that was repeated several times during 
the convention, “holding our breaths.” 

Two big questions of primary con- 
cern that were voiced over and over 
again throughout the course of a meet- 
ing that drew some 400 registrants 
were: How soon will the showdown 
come? And what are the bill’s chances 
of passage? 


Did Not Expect Action 


Earlier in the year, many of the 
people who are now “holding our 
breaths,” operating under the assump- 
tion that social security matters are 
reserved for consideration in congres- 
sional election years, did not expect 
action one way or the other on the ad- 
ministration bill until 1962. However, 
as a number of members noted in re- 
marks to THE NATIONAL UNDERWRITER. 
President Kennedy’s batting average 
on his five-point “must” legislative 
program is two hits out of two times 
at bat. Two pieces of priority legisla- 
tion—the depressed areas bill and the 
minimum wage bill—have been voted 
on and passed. Three bills remain— 
federal aid to schools, extension of the 
scope of the federal housing program, 
and medical care fot the aged geared 
to the social security program. A good 
three months remain before Congress 
will begin pressing for adjournment, 
which in the epinion of several life 
company and association spokesmen is 
enough time for both houses to deal 
with the three left-over bills, if they 
are disposed to do so. 


Chances Of Passage 


As for the chances of passage of the 
administration bill, currently known 
as the King-Anderson bill, no health 
insurance man at this meeting was 
willing to predict the outcome of a 
congressional vote this year or next, 
but many gave it a better than 50-50 
chance in off-the-record remarks to 
this paper. 

Sen. Robert S. Kerr, who helped 
frame the Kerr-Mills bill, said in his 
speech at the luncheon on Wednesday 
that he believed his legislation is “a 
good bill,” and an answer to the prob- 
lem of financing medical care for the 
needy aged that now is being tested 
in the states. He urged health insur- 
ance men to continue their opposition 
to the social security approach. How- 
ever, in an indirect reference to the 
fact that the Kerr-Mills law might be 
supplanted by the administration’s 

(CONTINUED ON PAGE 30) 
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More Participation 
In Politics Urged 


On Insurers By Kerr 


Sen. Robert S. Kerr of Oklahoma, 
in an urgent plea to the nation’s in- 
surance business to take a greater in- 
terest in national, state, and local pol- 
itics, said “You can keep your busi- 
ness out of politics if you want to, 
but nothing you can do can keep pol- 
itics out of your business.” 

Sen. Kerr was the luncheon speaker 

















Wednesday during the annual meet- 
ing of Health Insurance Assn. in New 
York. 

He said the census forecast was for 
a national population of 250 million 
persons by 1975, and he declared that 
in the future the federal government 
will be “more and more decisive and 
persuasive in your affairs.” 

Sen. Kerr urged his audience of 
some 400 insurance men to know their 
congressmen. He said no one was 
more welcome in congressional offices, 
and he noted that other interested 
groups already are making their pres- 
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ence felt in Washington. 

He said the current law providing 
medical care for the needy, which he 
co-authored with Rep. Wilbur Mills, 
was good legislation and that it would 
receive a greater acceptance from the 
public if fully implemented and given 
a fair chance. 

The senator declared that one rea- 
son he opposes the Kennedy adminis- 
tration’s bill for medical care for so- 
cial security beneficiaries was that it 
would give benefits to many people 
who do not need help. He added, how- 
ever, that those who favor the social 
security approach “are not evil peo- 
ple” but are trying to solve a very se- 
rious problem. 

“There are those who are busy at 
the job of replacing the Kerr-Mills 
legislation. There are those of us there 
in Washington who are going to do all 
we can to maintain the integrity of 
the present legislation,’ he reported. 

However, the senator noted that 
legislation in a democracy is a dynam- 
ic thing. 


Howard A. Mo- 
reen, Aetna Life; 
P. W. Watt, Wash- 
ington National, 
and J. C. Higdon, 
Business Men’s As- 
surance, a director 
of HIA. 
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Warns Agains: 
Breakdown In Hegj 
Care System Chain 


A breakdown in any eleinent of 
system of providing health care thrm., 
the private practice of 
served by voluntary hospitals , 
financed through private vol tan 
health insurance, can have but q, 
final result—the further extension 
government into the health » 
field—Raymond F. Killion, 2nd yin 
president of Metropolitan Life, w 
the annual meeting of Health Ingy, 
ance Assn. at New York. 

Mr. Killion called for greater y. 
derstanding and cooperation by ing. 
ance companies on the problems facei 
by the nation’s hospitals and phys, 
cians in providing the kind of heali, 
insurance that will do the job needg 

Eliminating any inadequacies or mis. 
understandings, providing health 

(CONTINUED ON PAGE 29) 
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Congratulations 


to the Health 
Insurance Association 
of America on its 
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Its broad, sound 
objectives are ones 
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€ job needa, J. Richard Thomas, CLU, has 
UACleS OF Mis been an Equitable underwriter 
. it ever since he graduated from 
Princeton. Now lives in this beau- 
tiful colonial house on Baltimore’s 
Overhill Road. Dick has produced 
over a million dollars annually 
since 1954. 
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As vestryman of Christ Episcopal Church, Dick 
talks business with the Rev. Warren C. Skipp. A 
firm believer in hard work and hard study, Dick 
is vice president of the Equitable CLU Associa- 
tion and is secretary of his local CLU chapter. 





A Man's Prestige somehow goes hand in 
hand with the prestige of the company he 
represents. This is why Dick is proud to be a 
life underwriter for Equitable. It is a full life. 
And a rewarding one. Living Insurance 
is more than a need .. . it’s a career. 


THE 


EQUITABLE 


Life Assurance Society of the United States 
Home Office: 393 Seventh Ave., New York 1, N. Y. 


©1961 





The clan gathers for story time. Wife 
Mary holds Henry, J. Richard, Jr., and 
Mary Stuart, make up the rest of the 
audience —and family. 


As chairman of the Joint Fund pay- 
roll deduction committee, Dick hud- 
dles with Assistant Joint Fund Direc- 
tor Paul Jones. Dick is also a member 
of Baltimore’s American Red Cross, 
is on the board and finance committee 
of the Citizens’ Planning and Housing 
Association, and is a trustee of the 
Gilman Country School. 
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SILVER 


Just as Sterling on Silver is a hallmark of quality, so The 
Protecting Hand emblem on contracts of life and health 
insurance issued by Woodmen Accident and Life Company 
is recognized as a sign of sound protection and reliable 
service at reasonable cost. 

Career opportunities for men who seek success in personal 
insurance selling are brighter with Woodmen Accident and 
Life Company because of its unusual financial strength, 
modern and complete portfolio of coverage, record of seven 
decades of distinguished performance, and plan of field 
representation through carefully trained, locally-established 
specialists in life and health insurance. For full informa- 
tion about these career opportunities, please direct your 
inquiry to the Home Office. 
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Pioneers In Personal Protection 
Since 1883 


Personal Accident, Sickness and 
Hospital & Surgical Insurance 


for Preferred-risk Men and Women 
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MUTUAL ACCIDENT ASSOCIATION 


Arvin P. Trevvett, Secretary-Treasurer 
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Scherr Sets Public Relations Goals Fo: 
Health Insurance Business, Institute 


The only basis for an effective public 
relations program is performance, per- 
formance not only 
with the tools at 
hand, but perfor- 
mance beyond the 
time-honored rou- 
tines. This will de- 
termine whether or 
not the private 
health insurance 
business will con- 
tinue tosurvive 
and prosper as a 
voluntary institu- 
tion, J. W. Scherr 
Jr., chairman of 
Inter-Ocean, told his audience at the 
annual meeting of Health Insurance 
Assn. in New York. 

Mr. Scherr made the statement as 
part of his report as chairman of HIA’s 
public relations committee in which he 
listed what his committee considers the 
important long range goals of both the 
insurance business and Health Insur- 
ance Institute. 

“It is possible,’ Mr. Scherr said, 
“that the public may expect more of us 
than we can provide under our present 
structure. However, and in full recogni- 
tion of our present limitations, accept- 
able performance under a new concept 
would go beyond the routines and tech- 
niques of health care financing We 
must take our place—a prominent place 
—in the whole spectrum of improved 
health and better health care for all of 
thé people.” 


What the Public Expects 


Mr. Scherr said that his public rela- 
tions committee attempted to determine 
for the health insurance business what 
the public expects of the industry. 

“What are these expectations and 
how do we fulfill them?” Mr. Scherr 
asked. “Let me assure you that we are 
not trying to paraphrase the Ten Com- 
mandments, nor are we suggesting a 
fantastic and unrealistic philosophy and 
program. We are, however, suggesting 
some rather sharp departures from cus- 
tomary and thus far successful methods 
of doing business. 

“We are recommending full utiliza- 
tion of manpower and a liberal contri- 
bution of our technical knowledge. We 
are proposing a doctrine of action 
which will require strict discipline, 
purposeful dedication and the use of all 
our resources to the fullest extent. In 
short, we are talking about a program 
—in fact two programs—which have 
been developed after careful considera- 
tion of where we have been and where 
we should be going. 

“These programs, which we will call 
long range goals for the health insur- 
ance business and Health Insurance In- 
stitute, have been considered carefully 
and adopted by the board of directors. 





J. W. Scherr Jr. 


-Long Range Goals 


The long range goals were listed in a 
brochure titled “Toward Better Public 
Understanding,” a five-year report of 
the progress of Health Insurance Insti- 
tute, which was distributed to the au- 
dience. 

Under the heading, “Long Range 
Goals for the Health Insurance Busi- 
ness in Building Its Public Relation- 
ships,” the report said, “The health in- 
surance business has earned the confi- 
dence of the public by ably demonstra- 
ting its ability to provide broader cov- 
erage to keep pace with the changing 
pattern of health care and services. Its 
greatest strength in assuring continuity 


of growth and progress lies in the ae” 


versity and breadth of prof »ssionaj, 
ent, know-how, merchandising 
creative management experience } 
in essence, is the health insy 
business. Effective utilization of 4 
human resources has achieved grat 
ing acceptance for the institutiog 
health insurance within 
care structure. 


“The record of performance of » 





business carries with it the chalip 
to preserve and strengthen public 


ceptance. To chart the future coury, 
the business in meeting the standayq, 
quality anticipated by the publical”, 
health care, as in every spher , 
American life, the people set th 


sights high—more imaginative 


» Me 


vigorous leadership than ever bef, 
must be asserted. The responsibility 


leadership calls for accelerated actiy 
in the following ways: 


Maximum Use Of Resources 


—“It is vital that maximum ug 
resources—both financial and my 
power—be achieved in all aspects j 
volving the financing of costs as q 





sult of ill health, including econon! 


loss. It is the responsibility of eg. 


company to make its own assessmen| 
as to whether its total resources a) 


being utilized to the fullest. 
—“‘Companies should 
these resources on the development, 
even broader coverages and permane 
health insurance protection, particuly 
ly in the area of coverage for long tem 
catastrophic illness and economic log, 
—“‘Recognizing that it is not enoug 
to make coverages available, maximy 


effort should be exerted to encour 


individuals of all ages to provide a 
quate protection for themselves a 
their families. In addition, cooperati 
relationships should be further pm 
moted between all groups with a cin 
munity of interest in the provivsion a 
financing of health care (insurance or. 
ganizations, doctors, hospitals, emplo 
ers and social welfare agencies). The 
efforts should be directed to the a 
that the public will continue toh 
the finest medical care available a 
reasonable cost. 

—‘The health 
should further identiyf itself wil 
health services that go beyond t 
purely financing area. These may it 
clude a wide range of activities invdr 
ing research and studies in connettit 
with new types of medical facilities, x 
habilitation, accident prevention, heal 
education and health maintenance 
portunities for service in these a 
should be fulfilled at both the instit 
tional and company level. 


Leadership Of A&S Business 


“We believe the direction and si 
of health insurance and medical s 
ices in this country may well be dete 
mined by the leadership displayed! 
the insurance business in the immedi! 
future,” the report said. 

In a separate section, the rp 
listed the long range goals for Hel 
Insurance Institute as follows: 

—“To create greater public @ 
ness of the breadth and scope of hei 
insurance coverage. As broader cov! 
age is written, as permanent protet 
becomes increasingly available, the! 
of data from the companies sh 
stepped up so that the institute ¢ 
correlate this information for elie 
reporting to the public. Continued ™ 
porting of the improving performa 
by the business is basic to maintal 





Mc y 20, jy 









the medi 






concent ie 
























insurance _ busine 








































the busine 
care stand: 
lic. It is ur 
use of all 

our comms 
the financi 
health. Cor 
manent hi 
particular!, 
catastrophi 


Miss M 
How It 


Wome. 


Efforts 1 
American 





public rele 
Better Pt 
Tuesday. 
She dis 
forts of I 
and Healtl 
the growin 
surance in: 
further in 
said these 
spite the ' 
the averag 















Mc’¥ 20, ter 20, 1961 





gstrengtnening favorable public ac- 
stance. 

"To develop a heightened aware- 
xs of the need for families to budget 
“ge effectively against the cost of ill 
ath and the proper function of 
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les in the glow, insurance in helping to pay for 
>t sional yi resulting economic loss. The insti- 
an dising seeks to encourage a sound ap- 
perience ti oh to family financial planning for 
th insuraylP omic losses resulting from ill 
tion of thus, 
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the metigl «fo stimulate broader understand- 
ng by the public of the scope of health 
TANCE of tl ne services and their relationship to 
the challeygl., cost of health insurance. The public 
> public is not yet sufficiently aware of the ad- 










ULe Course, , the complexity and the prob- 
© standar, lems involved in providing today’s 
1€ publica sith care services. 
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ever Delo insurance mechanism may func- 
Ponsibility df ion properly and efficiently for the 
rated activi ublic. 
a. Scherr, in his address during a 
gmposium on the general subject of 
ygalth insurance public relations, no- 
id, “In developing the goals for the 
| and Maid wysiness you will detect an expression 


















1 aspects j : , : 

| Mi faphilosophy which was summarized 
osts as a SP aeeetul manner by HIA President 
ng ann) a 





hi yillard Bartels in a recent speech when 
titi e said, ‘the business must wear a 
smetif nantle of humility.’ The goals call for 
tH sponsible leadership on the part of 
3 the business to contribute to health 

Concenttat wre standards anticipated by the pub- 
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Miss Martin Explains 
urthe 4 How Institutes Answer 
ovivsionad Women’s AdS Questions 


nsurance ¢t ‘ 
als, empl Efforts to answer the questions of 
cies), The American women about health insur- 


to the eg ance are meeting with increasing suc- 
nue to hag (ess, Said Betty S. Martin, director of 
railable at tte women’s division of Institute of 
Life Insurance, at the annual meet- 
ce busine ing of Health Insurance Assn. at New 
itself witg York. 

beyond tm Miss Martin was a member of a 
ese may ing Public relations symposium, “Toward 


‘ities involr Public Understanding,” on 
1 connectic Tuesday. 
Facilities, She discussed the cooperative ef- 


ntion, heal forts of Institute of Life Insurance 
enance 0p aid Health Insurance Institute to fill 
these arag the growing desire of women for in- 
the instiug Surance information and to encourage 
further interest in the subject. She 
said these efforts were succeeding de- 


= spite the tremendous competition for 

n and s00p the average woman’s free time from 

edical seg Social, religious and business groups. 

ola 1 Homemaker Role Expanded 

e immeditig The demand by women for informa- 
tin has been increasing, said Miss 

the Martin, because of the expansion of 


for Heilig the traditional female role of home- 
er. Many women work and are 






VS: 
blic a covered by group insurance and they 
ne of hetl take an active part in community 
ader cove and civic affairs. 

protect She noted that women are interest- 
ple, the! fd in health insurance because they 
3 ah see it as an important part of the 
istitute ¢ over-all picture of family security, and 
or effect gain a greater awareness of it 
ntinued ™ . Study groups sponsored by 
yerformang “OMen’s clubs, through finance fo- 
maintal ™_ oe through family counseling 
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Insurers Urged To 
Lead Fight Against 
Forced Retirement 


The insurance business could earn 
the gratitude and active support of 
millions of Americans by fighting the 
practice of mandatory retirement on the 
basis of chronological age alone, Robert 
W. Lucas, editor of the Hartford Times, 
told the annual meeting of Health In- 
surance Assn. of America in New York. 

Discussing the problems facing the 
insurance business from a “layman’s” 
point of view, he said providing health 
care for the aged is a valid, tangible, 
urgent and cumulative need and one 
that has gone unrecognized for too long 
a time. 

“The tide toward almost universal 
compulsory social security-financed 
health care for persons 65 and older is 
running strong,” he declared, and be- 
hind this tide, or the real heart of the 
problem is the “cult of youth.” 

Mr. Lucas said, “We may not be able 
to rekindle in the minds of people a 
sense of familial responsibility for 
their parents. But by education, pre- 


cept and example we can arrest this 
fantastic practice of turning out to pas- 
ture good men at the ages of 60, 62 or 
65. 

“The immense contradiction of pro- 
longing physical and mental vigor in 
the modern individual, then subverting 
that scientific achievement with retro- 
gressive early retirement, spells out the 
real, central tragedy in this whole busi- 
ness of health care for the elderly.” 


Should Lead Social Trends 


Mr. Lucas said, “Those who would 
claim the right to provide varying 
forms of social insurance on a private 
basis should anticipate and lead social 
trends rather than follow such trends, 
with confusing and destructive rear- 
guard opposition. And if this cannot be 
done within the framework of our 
capitalistic institutions—if, in other 
words, this is an unreasonable added 
burden to impose on our already har- 
assed business men, then I tell you this 
country is in more trouble than any of 
us now recognize ” 

The insurance industry’s campaign 
of cancer, heart and weight education 
in the field of life insurance, and of 
traffic safety as an offset to the prolif- 





Milton A. Ellis of Metropolitan Life 
and James Hallett of Travelers. 





eration of motor vehicles in this coun- 
try, said Mr. Lucas, show how the in- 
surance business can anticipate and 
lead social trends by instituting a simi- 
lar campaign to retain elderly workers 
in employment. 

Mr. Lucas also urged insurance com- 
panies to be more aggressive in the 
sale and promotion of the health in- 
surance coverage available for elderly 
people. 











... and you can offer your clients more 
complete coverage with Prudential 
health insurance protection. * 1. Income 
Protection Plans —non-cancellable and 
guaranteed renewable to age 65 for men, 
age 60 for women. * 2. Hospital & Sur- 
gical Expense Plans —paid up for life at 
age 65 with modified benefits after age 
65, or a level benefit plan with premium 
Continuing for life. » 3. Major Medical 
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Expense Plan —a plan to help your 
clients meet the staggering costs of pro- 
longed sickness or serious injury. And 
Prudential backs you up on every one of 
these plans with modern sales aids, ex- 
planatory pamphlets, national and re- 
gional newspaper ads, an award-winning 
TV program that reaches every market 
... and a name that is known, respected 
‘ and trusted everywhere. 
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Photographed At Health Insurance Assn. Annual 


Health Insurance Assn. officers and staff and company representatives 
at the annual meeting in New York are caught by The National Underwriter’s 
roving cameraman. Identifications are from left to right. 


far . eel! Henry S. Beers, 

on me ee Aetna Life, a new- 
ly elected HIA di- 
rector; W. Shef- 
field Owen, Life of 
Georgia, and J. M. 
Bragg, Life of 
Georgia. 





Frederic W. Jackson, director of company relations of HIA; J. F. Follmann 
Jr.. HIA director of information and research; H. Stanley Marmaduke, 
Atlantic Life, and Robert L. Davis, American General Life, Chairman of HIA’s 


membership committee. 





Philip B. Hofmann, chairman of ty best C4T 
— Ps ‘ executive committee of Johnson 4} people. 
ena e many . i <5 Johnson, New Brunswick, N. J. phy.j Pressu 
Bureau; Travis T. A ‘ ». a Roy A. MacDonald, managing direc- maceutical firm, who was speaker 4} more ec 
Ww alla ce Geent ‘ : ™ 5 tor of Life Office Management Assn., the luncheon on Tuesday, and Fredery§ for the 
American Semmad “ --and. Ray W. Melvin, HIA’s assistant. W. Jackson, HIA director of compay{ have &! 
HIA past president, : director of company relations. relations. organiza\ 
and C. D. Scott, 
Great American ; 
Reserve. 


E. J. Faulkner, 
Woodmen Accident 
& Life, an HIA 
past president; 
Holgar J. Johnson, 
president of Insti- 
tute of Life Insur- 
ance, and James 
R. Williams, vice- 
president and gen- 
eral manager of 
Health Insurance 
Institute. 
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sc ll. 
Levering Cartwright, Cartwright, Frederic M. Peirce, General Ameri- 
Valleau & Co., and John V. Bloys, as- can Life, speaker at the Wednesday 
. sistant general counsel of Life Insur- session, and HIA director Ardell T. §. 
ance Assn. Everett, Prudential. 


Oliver F. Sieg- 
mund, General 
American Life; 
A. P. Dowlen, 
Great National 
Life, and Christo- 
pher Cox, North 
American Reassur- 
ance. 





Paul M. Hawkins, HIA counsel; John W. Joanis, Hardware Mutal@] &C ur 
Stevens Point, an HIA director; Robert F. Froehlke, Hardware Mutual @] Ress Scl 
Stevens Point, and C. Clark Bryan, associate general counsel of 
Life Convention. 
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Hospital Planning Unit 
ibed As Key To 
sinter Care Standards 


uate planning for hospital re- 
ments in metropolitan areas was 
at the annual meeting of 


wat important steps that can be taken 
give the community the type of 
ion that is needed to insure 


a | 
=| | Insurance Assn. as “one ofthe 
| 


Mutual 


Mutual 


ynighest standard of public health.” 
The statement was made by Edward 
president of Hospital 


” Ryerson, 
a for Metropolitan 


Council 


0. 

Other speakers during a symposium 

, “Metropolitan Hospital Planning— 

Guide to a Better Hospital System” 
were Dr. Karl S. Klicka, executive di- 
of the council, and Rosson L. 
ell, associate director and di- 
rector of research for the council. 

Mr. Ryerson, who is retired chair- 
man of Inland Steel Company, said 
“I ihe responsibility for hospital plan- 
‘Ising programs goes beyond the con- 
‘Nil of the medical profession and 
I gould be shared by all organizations 
with any interest in public health. 


fest Care Not Provided 


He said that because hospital sys- 

in metropolitan areas have been 

by individual interests over 

og chad facilities have been de- 

veloped that do not provide for the 

best care and treatment of all the 
people. 

Pressures of attempting to form 
more economical and intelligent plans 
for the care of hospitalized persons 
have given rise to a new type of 
organization to deal with the problem, 
a hospital planning council, Mr. Ryer- 
son said. 

He asked that those who are con- 

cerned with health insurance become 
more fully conversant with the im- 
portance of supporting these planning 
councils. 
““They serve a necessary and useful 
purpose. Agencies that have such an 
important interest should, we believe, 
render financial support in order to 
help insure the success of such op- 
erations,” he said. 


i Wants Support For Research 


| ‘Dr. Klicka also urged the health 
4 insurance business to help in the sup- 
i Mort of the planning research, saying, 
i ‘It is important to American business 
and particularly to the health insur- 
ance business, that the voluntary hos- 
pital system in the United States be 
preserved, and we contend that co- 


| ordinated hospital planning can play 


amajor role in the preservation proc- 
ess, 

“We suggest, therefore, that your 
support of community hospital plan- 
ning should be considered not in the 
light of a contribution, but rather as 


LIFE INSURANCE EDITION 


Warns Against Any 
Breakdown In Health 
Cure System Chain 


(CONTINUED FROM PAGE 24) 
surance through a thoroughly trained 
force, and providing coverage where 
none now exists or is presently avail- 
able should all be part of a determined 
effort, Mr. Killion said. 

“To the degree that such perform- 
ance is not possible, the insurance 
industry has the responsibility of 
making known its position so clearly 
that reasonable people will under- 
stand,” he said. 

Mr. Killion, who is chairman of 
Health Insurance Council, which is 
made up of eight insurance associa- 
tions working on the national and 
state level with hospitals and physi- 
cians, praised the council’s work in 
the last 15 years, and said his group 
is fully prepared to play its part in 
providing the means for financing 
medical care. 

He deplored reports from unidenti- 
fied sources that implied, as he called 
it, an “unbridgeable gap” between the 
insurance industry and Blue Cross and 
Blue Shield. 

“It is greatly to be doubted that 
such statements have any support by 
the leaders in medicine and in hos- 
pital administration,” Mr. Killion said. 


Millard Bartels Reviews 
HIA Accomplishment Record 


(CONTINUED FROM PAGE 23) 

HIA past presidents has completed a 
review of the structure, responsibili- 
ties and organization of the associa- 
tion. Mr. Bartels said “There is a con- 
tinuing need for an office in Chicago, 
New York and Washington. The desir- 
ability of establishing a fourth office 
on the west coast to work with the 
various groups interested in health 
care is being studied. Our two forums 
and the annual meeting fill the needs 
for this kind of get-together. It was 
felt that we should continue to act in 
affiliation with Institute of Life In- 
surance and to continue a close rela- 
tionship with the two life insurance 
associations which maintain an active 
interest in group health insurance.” 


Record Of Growth 


Looking back over the years of 
growth, Mr. Bartels pointed out that 
in 1955 some 600 companies were ac- 
tively writing health insurance busi- 
ness in the U.S. and that they paid 
$1,785,000,000 in benefits. Today, he 
said, there are more than 700 compa- 
nies engaged in the health insurance 
business and last year they paid bene- 
fits of $3.1 billion. Membership in 
the association has increased from the 
original 253 companies to 274, and 
these are responsible for more than 
80% of the health insurance business 
written in the U.S. today. 





an investment in your future.” 


mA administra- 
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"Our Rate Book Bulges With 
17 DIFFERENT Time-Loss Plans 


With 17 separate approaches to time-loss coverage, 
Occidental has a program to fit every known need. 


Occidental developed this complete, well-rounded 
line by recognizing the buyer's needs, then acting to 
meet those needs. 


EXAMPLE: Many time-loss prospects wanted 
something more than a Commercial plan, but 
couldn’t afford Non-Can. So Occidental last year 
stepped in with a new policy series— 
GUARANTEED RENEWABLE TO AGE 65. 


( We renew this series to the buyer’s 65th birthday. 
And at a rate much lower than Non-Can! 
No premium increase, except on a class basis. ) 


Maybe our Guaranteed Renewable line is just 
what your buyer wants. 


Or maybe it’s Non-Can. Or Commercial. Perhaps 
it’s tailor-made. Or special package. But whatever 
his needs, one of our 17 plans will do the job! 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles / Earl Clark, C.L.U., Vice President 
(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals...they last as long as you do! 











A salute to the 
HEALTH INSURANCE ASSOCIATION 
OF AMERICA 


and 
HEALTH INSURANCE INSTITUTE 


for an excellent record of outstanding 
achievement in a vital field of 


public service 


PROVIDENT LIFE AND ACCIDENT 


INSURANCE COMPANY 
Chattanooga 
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DO YOU MIND 
IF WE BRAG? 


We’re proud we’re a charter member of the 
Health Insurance Association of America — 
which has been growing steadily since its birth 
five years ago. 


But we also think it’s time to brag a little about 
ourselves—we also have been growing steadily. 
There’s a reason! 


Now in our 57th year we are offering the finest 
Disability Income, Hospital and Surgical 
coverages for the Individual, Family, Franchise 
or Group case. If you’re interested in growing, 
too, get in touch with: 


NATIONAL CASUALTY COMPANY 


ACCIDENT & HEALTH DIVISION 


DETROIT 26 MICHIGAN 
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(CONTINUED FROM PAGE 23) 
legislation, he pointed out that all leg- 
islation in a democracy is “dynamic” 
and therefore subject to change. 

“What we have today we may not 
have tomorrow,” the senator warned. 

Unlike other meetings of the asso- 
ciation in the past, the New York an- 
nual was somewhat distinctive in that 
for the first time there existed a 
strong suggestion that government in- 
trusion into the health insurance busi- 
ness would become a reality eventual- 
ly. Corridor conversations and one 
speech emphasized not so much what 
could be done further to fight a social 
security health insurance measure, but 
rather what the industry could do if 
such a bill became law. 

Frederic M. Peirce, president of 
General American Life, in his speech 
Wednesday morning which was re- 
ported in last week’s issue, said that 
although he flatly opposes the ad- 
ministration bill and urges the health 
insurance industry to do everything in 
its power to see that it is defeated, 
passage of such a bill need not by any 
means spell the end of private health 
insurance in the United States. 

Noting the growth of life insurance 
since the original social security pro- 
gram went into effect in the 1930s, 
Mr. Peirce said, “It is a record which 
provides a fitting analogy and a sound 
precedent upon which to base the ex- 
pectation that the health insurance 
business will continue to grow and 
prosper despite the advent of govern- 
ment-provided health insurance, if 
that unwelcome development should 
come to pass.” 
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JUST PLAIN HONEST INSURANCE 


Fifty-six Years of Successful Service 


in 


SICKNESS —ACCIDENT—HOSPITAL & 
SURGICAL INSURANCE FOR MEN IN 
PREFERRED OCCUPATIONS 


MINNESOTA COMMERCIAL MEN’S ASSN. 
PAUL CLEMENT, President 


2550 Pillsbury Avenue Minneapolis 4, Minn. 


As life insurance devised coverages 
to supplement social security benefits, 
so can the health insurance business 
take up the slack in any government 
program, Mr. Peirce predicted, noting 
that one such health insurance cover- 
age could be loss of income. 

While much of the program was 
turned over to reports on what HIA, 
Health Insurance Council and Health 
Insurance Institute had been doing 
and would continue to do to bring the 
health insurance side of the argument 
to the American public, James R. Wil- 
liams, vice-president and_ general 
manager of Health Insurance Institute, 
pointed out one of the reasons why 
the industry has been having a hard 
time making its points known. 

Mr. Williams, whose report appears 
in greater detail elsewhere in this is- 
sue, gave the results of the college 
debate, in which the affirmative side 
won the finals in a nationwide contest 
considering the resolution, “That the 
United States should adopt a program 
of compulsory health insurance for all 
citizens.” 


Emotional Presentations 


Health Insurance Institute repre- 
sentatives at the finals said they felt 
the affirmative side made many of its 
points with emotional presentations 
which were not effectively matched by 
the negative team, according to Mr. 
Williams. 

“This is highly significant, it seems 
to me, because in a larger sense we 
continually see the use of emotional 
statements in discussions about fin- 
ancing health care,” he reported. 

“We need,” Mr. Williams said, “to 
answer emotions with facts.” 

As Mr. Williams and many other 
speakers at the meeting pointed out, 
however, the health insurance busi- 
ness is neither giving up the current 
fight against the administration bill, 
nor will it meekly accept any further 
extensions of compulsory health in- 
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surance should the King ill be, 
law. 

Mr. Williams, for examp:e, rep 
that HIA’s board has autnorizeg ; 
association’s public relations cop 
tee, through Health Insurance Ing 
te, to produce an educational] ¢ 
which will both tell how volyy 
health insurance has been an gf, 





























tive method of covering medica] , ts volun 
costs and, at the same time, impart have but 
feeling of confidence to the public sion of 


the voluntary system can be depengulere field.’ 
upon to continue being the best mag “Mr. Kil 
um for paying those costs. andin 


Presidential Address 


HIA President Millard 
chairman of the insurance exegy}, that \ 
committee of Travelers, in his Tepor ne 
to the association, bore down heayjy shorter M 
on its accomplishments in the Past fin! The cu: 
years, summing them up by Pointing day meeti 
out that “There are many ways that and one-h 
our business can measure its Progres f over almc 
but a recent barometer is the tag, and board 
mony of the new assistant gs was reser 
of Health, Education & Welfare, yj, dential ac 
bur J. Cohen, which was given hefoy public rel 
the Senate finance committee jf jon, Sche 
March. Once an advocate for a natigp. §, Martin. 
al compulsory health insurance sys- | Insurance 
tem, Mr. Cohen stated in substan] symposiut 
that since voluntary health insurane | demand f 
is doing a reasonably Satisfactory joh } insurance 
for people under 65 and with som 
supplementation can continue to do, 
good job, a compulsory national healt; 
insurance system is no longer needed’ 

Joseph R. Scherr, chairman of HIA; 
public relations committee, concep. 
trated on what the program for th 
future would contain. In a discussig 
of long range goals of the health in. 
surance industry in general an 
Health Insurance Institute in particu. 
lar, Mr. Scherr, who is chairman of 
Inter-Ocean, said, “The goals call for 
responsible leadership on the part of 
the business to contribute to health 
care standards anticipated by the pub- 
lic. It is urged that we make maxi- 
mum use of all the tools and knowl 
edge at our command in all aspects 
involving the financing of costs asa 
result of ill health. Consideration is 
directed to permanent health insu. 
ance protection, particularly in the 
area of long term catastrophic illness, 


Optimum Effort Required 


“In addition and equally importa" 
is the recognition that it is not enough 
to make coverages available, but that 
optimum effort must be encouraged 
and continued in the field of selling. 
It has been expressed many times in 
the past, and should be reasserted to- 
day, that relationships should be fos- 
tered and continued between al 























































groups interested in providing and f- 
nancing health care. 
“We want this job done our way. 








Roy B. Steenhoff, Penn Mutual Life, 
and Foster F. Farrell, secretary-treat 
urer National Fraternal Congress. 





XUN 



















Mc y 20, jade 20, 19° 1 

ae 2 : 

r 62 ~ other way is the government 

ay.” Mr. Scierr warned. 

1S Hill beg following the same line of reason- 
Raymond F. Killion, 2nd _ vice- 

MP'e, repgMe-cdent of Metropolitan Life and 

aut orized gMirman 0: Health Insurance Coun- 

tions commale added his warning that a break- 
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gn in any element of the system of 












ucational # Mt widing health care through the pri- 
OW VoOlunt Mate practice of medicine, served by 
C€N an efief cpitals and financed through pri- 
Medical gallte voluntary health insurance, “can 
Ame, im wwe but one result—the further ex- 
he public tiglfprsion of government into the health 
1 DE dependeflsre field.” 

he best meg mr. Killion called for greater un- 





anding and cooperation by insur- 
ance companies on the problems faced 
py the nation’s hospitals and physici- 
lard in providing the kind of health 
Ace Xecutin sare that will do the job at hand. 

In_ his Tepor » 
down heayi shorter Meeting 
| the past fix! The customary three-and-one-half- 
» by Pointing ay meeting was compressed to two 
1Y Ways thf nd one-half days, with Monday given 
> its Progres § yer almost exclusively to committee 
1S the testj.fnd board meetings. Tuesday morning 
ant Secretary was reserved for Mr. Bartels’ presi- 
Nelfare, Wi. ential address and a symposium on 
Siven befor§ public relations, at which Messrs. Kil- 
-mmittee jgf jon, Scherr and Williams spoke. Betty 
for a Nation..s, Martin, director of Institute of Life 
surance sys.f Insurance's women’s division, also a 
IN Substance symposium speaker, discussed how the 
th insurane§ demand for information about health 
isfactory job] insurance from women was being met 
With some by ILI and Health Insurance Institute. 
nue to dof’ Philip B. Hofmann, chairman of the 
tional health executive committee of Johnson & 
Ser needed’ f Johnson, New Brunswick, N. J., phar- 
1an of HIAs | maceutical firm, substituted as lunch- 
€e, concen-f eon speaker for Dr. Austin Smith, 
"am for the} president of Pharmaceutical Manu- 
@ discussion § facturers Assn., who was ill. 
> health in-f At the executive session in the aft- 
eneral andj emoon, Robert R. Neal, general man- 
in particu. ager of HIA, moderated a staff panel 
chairman of} discussion titled “A Look at Current 
als call for} Problems.” 

the part off Wednesday morning’s general ses- 
> to health} sion was presided over by H. Lewis 
by the pub-] Rietz, executive vice-president of 
nake maxi-| Great Southern Life, who was elected 
and knowl} HIA president at the Tuesday execu- 
all aspects | tive session. 

costs asa The Wednesday session opened with 
deration is] a symposium on adequate planning for 
alth insur-] hospital requirements in metropolitan 
ly in thef areas which was made up of repre- 
hic illness} sentatives of Hospital Planning Coun- 

cil for Metropolitan Chicago. Symposi- 
3 jum speakers were Edward L. Ryerson, 
Importatl s‘council president and retired chairman 
not enough } of Inland Steel Co.; Dr. Carl S. Klicka, 
2, but thi} executive director, and Rosson L. 
encouraged | Cardwell, the council’s associate direc- 
of selling. | tor and director of research. 
y times in} Mr. Peirce’s speech followed the 
sserted to] symposium. The general session ended 
Id be fos] with “a layman’s view” of the health 
ween ll} insurance business given by Robert W. 
ng and fi} Lucas, editor of the Hartford Times. 
Tuesday morning, Roger Hull, presi- 

our way. | dent of Mutual of New York, spoke 
the invocation and Superintendent 
Thomas Thacher of New York gave 
Welcoming remarks. 
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Need To Fight 
Emotion With Fact 


(CONTINUED FROM PAGE 23) 
resentatives of the institute who were 
on hand during the finals reported 
that they felt the affirmative side 
made many of its points by using 
emotional presentations and that these 
were not effectively matched or an- 
swered by the negative team. 

“This is highly significant,” Mr. 
Williams said, “because in a larger 
sense, we continually see the use of 
emotional statements in discussions 
about finanicng health care.” 

Mr. Williams suggested, “In order to 
effectively meet such emotional pres- 
entations all the resources of our busi- 
ness are needed to continually study 
and develop facts about the progress 
of health insurance and to put in 
proper light the true nature of the 
costs of medical care in relation to the 
quality of care now available in our 
nation. We need to answer emotion 
with facts.” 

Later in his report Mr. Williams 
stated that the American people have 
high hopes of even greater things from 
the health insurance business in the 
years ahead than it has in the past. 

These public desires include broader 
coverage for medical expenses, dis- 
ability rehabilitation, health mainten- 
ance and health education. 

Mr. Williams said the institute was 
developing material to help American 
families budget more _ effectively 
against the cost of ill health, and to 
properly use health insurance in help- 
ing to pay for economic losses. 

“In many respects the public is con- 
fused because of the apparent high 
cost of medical care. Much of the 
criticism which is directed to hospi- 
tals and doctors spills over to the 
health insurance business,” he noted. 

The institute, however, was not as- 
suming the responsibility of the doc- 
tors or hospitals in talking about their 
costs, but because health insurance is 
affected by these critical examina- 
tions, “We feel that the business 
should play its part in increasing the 
flow of information to the public on 
economic influences as they relate to 
the financing of health care,” Mr. Wil- 
liams said. 

Some of the questions being raised 
are critical in nature and tone, he de- 
clared, “but even though this may be, 
we should also look upon them to a 
large degree as honest interest. 

“Most of them are coming from peo- 
ple whose opinions, frankly, we should 
seek and to whom we should impart 
the full realization of our point of 
view because a considerable number 
are quite influential—those people 
whose thoughts and ideas carry weight 
with other people and groups. Furth- 
ermore, answering these inquiries pre- 
sents our business with additional op- 
portunities to tell and retell the health 
insurance story—several times over,” 
he said. 
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a Complete Portfolio 
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LIFE - HEALTH - 
PROPERTY 
INSURANCE 


We Now have opportunities for 
career Life Underwriters in 
every area we serve. 
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AND 
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(CONTINUED FROM PAGE 5) 
equities or in mutual funds. A bal- 
anced personal program should contain 
other good investments as well as life 
insurance. However, trust companies 
and investment counselors invariably 
advocate some sort of ‘balance’ be- 
tween fixed dollars and equity dollars 
in any investment portfolio. Few peo- 
ple exposed to the margin proposal 
have enough cash values in life insur- 
ance to represent an adequate propor- 
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Nw Mutual Tells Why It Won't Provide Fifth Dividend Option 


tion of their estate’s assets in fixed dol- the attained age, the likelihood that 
lars. We feel strongly that in terms of old policies have more favorable op- 
priorities a sound, debt-free life insur- tions, and the presence of a new incon- 
ance program should be established testable clause in the new insurance. It 


first.” then goes on to say: 
“Though we do not recommend it, 
Better To Use Old Policies your existing permanent policies can 


The Northwestern Mutual mono- be used for margin buying. Most of 
graph points out the various disadvan- your existing permanent policies can 
tages of replacing existing insurance, reached the point where the yearly in- 
such as a double acquisition cost, the crease in cash values exceeds your 
need of paying a higher premium at yearly net payment. In fact, older pol- 





The public has come to know John Hancock through advertisements like this one. For years these 
advertisements have appeared regularly in national magazines, each one telling the story of a great 
American citizen or institution . . . each one adding to the stature of our company and its agents. 













































ones, the dry ones. 


and run right cut to Lexington, yourself. 











gs) You'p HEARD all the other poems... the dull | What drove this stocky, middle-aged man to be always in the thick 


Then one day the teacher started to read ; “ 
a special one you'd never forget. were Patrick Henry and the clever Mr. Franklin. 
“Listen, my children, and you shall hear of 
the midnight ride of Paul Revere.” 


sa And—it was good! Good as a story! busily making plates to sheathe “Old Ironsides.” 
Daur There was all the secret stuff about the 
muffled oars and the lanterns in Old North yet 2 
Church. Then the horse leapt. The sparks flew. The schoolroom His life proved .. . and proves whem and over again... that 
shook to a thunderous knocking till you wanted to grab your musket“! the hour of darkness and peril and need, the people will waken 


That's the famous ride, the one everyone knows about. But there 
were dozens of others along black roads in the driving rain. 
Dozens of others where Paul carried messages that would have 
proved him patriot or traitor ... depending on who caught him. MUTUALJLIFE INSURANCE COMPANY 
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icies are better suited to tlis app 
than new ones. If you ins:st on ye 
the margin plan, under your pew 
policies it is rarely necessary tg oo 
anything more than the interes > 
your yearly loans. As a ruie, it is mad 
economical to do it this wy than je 
to buy a new policy. : 


Not Often Pointed Out 


“Many brokers selling the m 
plan do not point this oui. Of g 
if the buyer understood this, it ; 
reduce the amount of the new gs 
obviate it entirely. Every prosy 
buyer ought to ask why his @ 
policies can’t be used—and insis¢’ 
clear-cut answer. In the og¢cags 
cases where this question hag 
raised, the answers have gens 
been something less than satisfg 
In one case, a broker in a margh 
sought to replace policies in th 
Life, New England Mutual ap 
Northwestern with the contra 
another prominent company. 4 

The broker actually likened th 
and new contracts to a 1946 Buick 
a 1960 Buick! Answering the egy 
tion that it was not advantageous % 
the policyholder to replace hig , 
policies, the broker said: ‘This is fii 
saying that a man shouldn’t trade jail 
1946 Buick and buy a 1960 Buick 
cause the old car has been good ay 
it’s a nice car and it don’t cost you any.) being fo1 
thing now on account of it’s an old cay | ation of ins 
But the fact that it served you wej|—_£— 
for a number of years, that don’t mem insurance | 
you have to keep it forever.’ each year. F 

“This specious argument overlooks have 
some basic fundamentals. The 1946 ca the policyho 
declines in value each year. The 196} em all ove 
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He rode against injustice... 


of things... to be courier, organizer, warrior, pleader and plotter? 
He couldn't have told you. He wasn’t a great hand with words —as 








But he couldn't stomach injustice any more.than they could. 





He never could as long as he lived. In his seventies, there was Paul 


Paul knew the fight against injustice never falters, never relaxes. 


and listen to bear .. . the midnight message of Paul Revere.” 
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being formed to organize an office for the voluntary unincorporated associ- 


Dempsey of Con- 
necticut is shown 
signing into law 
the new legislation 
Permitting insur- 
ers to act jointly in 
providing major 
medical coverage 
for the state’s resi- 
dents 65 and over. 
Left to right, 
standing, are C. 
Manton Eddy, se- 
nior vice-president 
Connecticut Gen- 
eral Life; William 
N. Seery, vice- 
president, Trav- 
lers; Henry S. 
Beers, president 
Aetna Life group, 
and James C. Hul- 
lett, president 
Hartford Fire 
group. The Con- 
necticut companies 
have been engaged 
for the past month 
in organization 
work in anticipa- 
tion of the passage 
of the bill. An ex- 
ecutive committee 


Gov. John N. | 








1 you well 
don’t memfinsurance policy increases in value 
ach year. Production costs on the 1946 

OVerlooks have been largely amortized by 
1€ 1946 car Ihe policyholder. He would have to pay 
. The 1§6}ihem all over again on the 1960 policy.” 

About the fifth dividend option, the 
Northwestern Mutual monograph says: 
“The decreasing death benefit under 
the margin plan is a serious shortcom- 
ing. Informed buyers cooled on the idea 
of paying more and more money for 
less and less coverage. To ‘correct’ this, 
margin proponents have turned to 
mother term insurance device. This is 
frequently called the fifth dividend op- 
tion. It works like this: 

“Instead of paying premiums on a 
net basis—where the annual dividends 
are used to reduce the yearly payments 
WNE, Inc. —the policyholder pays the premiums 

ma gross basis year by year and 
ants |saves his dividends to accumulate 
’ iwith the company. These are called 


















apany 


NTS 
a 








NS } dividend accumulations.’ In this area 

nS Hof his policy, he begins to accumulate 
a fund. Incidentally, this fund earns 
interest which must be_ reported 

t, Inc, [Pearly by the policyholder and is tax- 
able at the policyholder’s current rate. 
Buys One-Year Term 

Dodge S. |] “In margin insurance, money from 





» 32, Neb. fttis fund is withdrawn each year to 
se a block of one-year term in- 
urance equal to the amount that the 
policyholder has borrowed from the 
Dlicy. In this way, the death benefit 
continues to equal the original face 
amount of the policy, $100,000. But like 
ilterm coverages, this device does not 
ahia 6, Pe |inrovide a long-range solution. 
“In the early years, when the debt is 
relatively low, and the policyholder is 
ull young, the increases in the fund 
greater than the increases in the 
“st of the option. Consequently, the 
blicyholder accumulates a surplus. At 
ebout age 70, this surplus reaches its 
From that point forward, the cost 
it the option becomes so high that the 
nf one to shrink sharply and 
moves rapidly towards exhaustion. 
Thus, the fifth dividend option has 
same shortcoming that all term in- 
ance plans have—the older you get, 
le more it costs. In addition, the use of 
dividend option has another 
ivantage—each year an increasing 
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amount of protection is required to 
parallel the increase in the amount of 
the debt. The cost of this double burden 
of purchasing more and more insur- 
ance at older ages eventually becomes 
prohibitive. And the blocks of tempo- 
rary protection build up no cash val- 
ues.” 


Questions Tax Advantages 

Discussing the tax factors, the 
Northwestern Mutual monograph has 
this to say: 

“One of the claimed advantages of 
the proposal which you have received 
is that the interest paid on the policy 
loan is tax deductible, hence, Uncle 
Sam pays part of your premium. But 
this doesn’t tell the whole story. In the 
discussion on taxes which follows, the 
reader must constantly keep in mind 
certain essentials: 

“That the margin plan, despite its 
use of a permanent form of policy, is 
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house of original ideas 


The pride a Bankerslifeman feels in the company 
he represents stems in very large measure from the 
reputation his company has earned over the years 
for the introduction of really original ideas in the 
life insurance business. He is proud to say he was 
the first to carry the now popular Guaranteed Pur- 
chase Option, the Cradle Protection plan and the 
Wife Protection Rider in his brief case. Carefully 
chosen and thoroughly trained, the typical Bankers- 
lifeman has service as his watchword. This means 
that his professional presentation of the new ideas 
from his company will see to it that his clientele 
gets optimum benefits from “The Company That 
Fits The Need.” 


BANKERS Lyfe COMPANY 





not a method of lowering the cost of 
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= During the hustle of our modern marketing age, 

have we placed insurance into the hopper of “hard 
sell”? Are we classifying our product with TV sets, 
new cars, air conditioners and other luxury items 
of life. = If so, are we overlooking the strongest 
f Vv E appeal that insurance has... that it is a basic neces- 
WE sity of family living. Consider the unavoidable 







! GOTTEN expenses of clean-up fund . . . family exist- 
[THAT ence . . . education of children . . . retirement! = 


! LE These are the needs that only insurance can meet. 
E At Federal, we meet this challenge by tailoring 
our programs to meet these basic needs. For de- 
tails write Emery Huff, Agency Vice President. 


A few prime managerial positions still available in the Midwest area. 


FEDERAL LIFE INSURANCE COMPANY 6100N. Cicero Avenue, Chicago 46, Illinois 










permanent insurance. It is a device to 
further lower the cost of term insur- 
ance. 

—“That if a man is going to own his 
own life insurance program instead of 
owing it, he must pay for it, just as he 
must pay for his home or his car. There 
are no tax short-cuts to ownership of 
this type. 

“Despite the mass of figures usually 
used in making the presentation, the 
margin sale is based upon a single 
hypothesis, namely that the policy- 
holder can borrow money at a lower 
interest rate after taxes than the in- 


terest credited to him under the policy. 
The net interest cost to the policy- 
holder is determined by his tax brack- 
et. Here are representative figures 
based on a loan at 5%: 


‘Overage’ Is 1.2% 


“To illustrate, under policies issued 
since 1939, Northwestern Mutual will 
loan money at 5% to policyholders. It is 
currently crediting policyholders with 
interest at 3.7%. If, for example, the 
policyholder is in the 50% tax bracket, 
he has an ‘overage’ of 1.2% (3.7% mi- 
nus the after-tax interest rate of 2.5%) 
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working in his favor. 

“To illustrate this point in an over- 
simplified way, for the $100,000 policy 
issued at age 35 the maximum loan 
value at the beginning of the first year 
is $762. When this ‘overage’ is applied 
against the first year loan value, the 
tax advantage is $9.14. On the other 
hand, the maximum loan value at the 
beginning of the 10th year is $16,900. 
When the 1.2% ‘overage’ is applied 
against this figure, there is an advan- 
tage in that year of $202.80. 

“The above figures demonstrate an 
interesting tax phenomenon. As a mat- 





Why do so many 
pension planners 
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Probably for the same reasons that made for betaine 
first place. An attractive cost position, for example; “te 
England Life’s interest yield from its diversified investmc ams as 
been consistently high. Experience and flexibility in tailor yd 
plans to meet existing requirements are surely factors. So “et ec 
depth of knowledgeable personnel in our field force ary e. 
Because New England Life writes the most individual policy 
pension plans, it follows that our agents are unusually compe 
tent in this area. Whatever the reasons, leadership is no acci- 
dent. Your own organization may well profit from a call to one 
of our pension specialists. For information by mail fill out coupon now. 


New England Mutual Life Insurance Company : All forms of individual 
and group life insurance, annuities and pensions, group health coverages. 








NEW ENGLAND LIFE 
Dept. T-2 

501 Boylston St., Boston 17, Mass. 

Mail me your brochure on Pension Planning Services. 





The second of our three-part program: Ads from this series, as appropriate, will 
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businessmen 
_” Qladly listen 
when this 
man 

talks 









Unique among financial advisors to businessmen is the man 
representing New England Life. He is directly concerned with 
uncovering ways to improve their financial situation. The 
presentation of opportunity is his sole function . . . and is the 
only reason that you or any other businessman should listen 
when he talks. He can readily point out specific opportunities 
for estate conservation plans, executive benefit plans, tax- 
favored pension plans, stock redemption plans. It is no coinci- 
dence that New England Life agents are highly successful men 
who do business with highly successful men. Why not call the 
New England Life agent near you? You'll soon sec why he's 
“the man of opportunity for the man of means. If you'd like 
preliminary information we'll be glad to mail you our Portfolio of 
Opportunities. Write to: New England Life, Dept. T-1, 501 
Boylston Street, Boston 17, Mass. 


NEW ENGLAND LIFE 


New England Mutual Life Insurance Company : All forms of individual 
and group life insurance, annuities and pensions, group health coverages. 













appear in ney 


To introduce the “man of opportunity”. . . 


This new advertising campaign, which speaks 
directly to men with business and estate interests, 
presents the New England Life agent as “the man 
of opportunity for the man of means.” Sophis- 
ticated cartoons and provocative headlines lead 
into copy that promises sure help for the harassed 
businessman — the assistance of his New England 
Life agent. 

Some specific opportunities — in Deferred Com- 






pensation Plans, Split Dollar Plans, Personal and 
Company Pension Plans — are offered. The em- 
phasis, however, is on the agent himself. He’s 
presented as a unique financial advisor — whose 
sole function is uncovering ways to improve a 
client’s financial situation through life insurance. 


NEW ENGLAND LIFE 


New England Mutual Life Insurance Company: All forms of individual 
and group life insurance, annuities and pensions, group health coverages. 











My 20, ighasy 20 
er of mathematics, the lars er inter 
to which the ‘overage’ car. be anni. ae 
the greater the ‘leverage.’ Chis is pil. 
if the purchaser is going to Use al ned 
margin plan at all, it is move to pe 
vantage to use existing 0lici 
other things being equal. i Or exan rain 
on a policy 10 years old, h can 
ready-made debt of $16,°00 oe ~~ 
rowing the cash values accumy a wel 


over that period. On the other hand 

would take him approximately eo 8 
years to build up a debt of that of = 
with a new policy. 9 


















Compared Two Policies 


“To demonstrate this point We toil’.: 
two Northwestern Mutual Policies, 
issued in 1951 at age 35 and a new, 
issued in 1961 at age 45. In one exh” the n 
ple we assumed that the insured gy a North 
rendered the old policy and purchadinecs th 
the new one. In the other case we Beans: 
sumed that he borrowed the cash yg), ta sale c: 
of the old policy and continued pay; “a we 
premiums on it. We assumed that 4 ade at al 
policyholder was in the 50% 4 “What ‘e 
bracket. We started with jg entics if | 
amounts of net protection and assum anpl 4 f 
that the policyholder’s yearly Outlay dl 
after taxes was identical in both cases, 

“In making the comparison We tsy 
the compressed surrender dedy ot or a 
sanctioned by New York’s regulatio 
39. At age 65, we found that the in 
sured who retained the old poli 
would build up $5,322 more in net Val 
ue, would have throughout the life ¢ 
the policy extra coverage whict 
reaches $5,400 at age 65 and would re. 
ceive $561 more in dividends. The ty: 
dollar advantage of retaining the ¢j 
policy would be $7,083. The result, of 
course, would vary with different ages 
and tax brackets, but the principle 
does not change. 


Not On Permanent Insurance 





“As we pointed out at the beginniy 
it would be one thing if the mari 
buyer were getting these tax saving 
on permanent insurance, but he is g¢ 
ting the advantage on a form of insu. 
ance which has been historically den: 
onstrated to be inadequate to med 
long-range insurance needs. Even ij 
the higher brackets, buyers will wa 
to determine carefully whether th 
‘tax savings’ are worth the disadvan 
tages that go with them. For compan 
tively small extra yearly payment 
permanent insurance can be purchased 
For example, the difference in net out 
lay between margin and permanent it 
surance, at age 55, for a man in th 
50% tax bracket—with a taxable in 
come of $32,000 to $36,000—is $1,018 
approximately $20 a week. This is 
relatively small difference for perm 
nent cash value insurance as compat 
with the term coverage provided } 
margin insurance.” 

After discussing the efforts of th 
Treasury Department to knock out tl 
tax shelter of margin insurance, t 
Northwestern Mutual  monograyl 
points out that while some illust 
tions of the margin plan assume th 
tax bracket will remain stationary, # 
50%, for example, tax brackets do 1 
necessarily remain the same throug 
out life. Instead, they fluctuate wi 
income. For example, studies of tif 
average reported net income (afteré 
penses) of a limited group of phys 
cians show that on the average wél 
incomes tended to vary with age. It 
come reached a peak in the age» 
54 bracket. Since the tax advamlae 
of the plan are supposed to favor’ 
high tax bracket, a physician in @ 
group is faced with an anomalj 
his income decreases in later yea 
interest payments on his finan 
surance get larger, the mon 
points out. At the same time,” 
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er the dal. interest deduction gets larger, the 
be app; saving from the deduction gets 
“his ig ypMeailer. Thus, in such a case, the so- 
to use ¢8oneq tax advantage works at cross 
°@ to higaMmoses to ihe average income curve. 
0licies, 





or exa ral Has Dual Aim 


can hay yorthwestern Mutual winds up its 
00 by beBlace this Way: 

accum «a well-balanced life insurance pro- 
, is designed to meet two con- 
fsencies, dying too soon and living 
that soa. long. We don’t want our agents 
ing people programs that meet only 
Lait of the need, programs that look 
god only if they die too soon and 















int We to-nich look bad if they live too long. 
Policies, oylgnen the policyholder reaches his de- 
d a new sining years, the agent who supplied 
1 one exanS.ai¢ the need may be dead and gone. 










insured guig4 Northwestern will still be here to 
d. purchasa witness the disappointments built into 
Case We adit transaction many years before. If 
€ cash val the sale can’t be made on the proper 





nued payin gis, we would prefer that it not be 










ed that thd nade at all. 

+ 50% tag «nat would be your reply, for ex- 
h identical e, if the broker tried to sell you 
and assume 100,000 of term insurance as an an- 
early out wer to your long term life insurance 
both cases, neds? You would turn down his pro- 


posal. If you are like most men, you 
would want (a) adequate protection 
in your later years at reasonable 
cost; (b) insurance to provide ‘liquidi- 
ty’ in your estate, and (c) a guar- 
anteed fund to permit conversion of 
your insurance into paid up insurance 
or an annuity when you retire. What- 
ever your long term needs, you know 
they can’t be achieved with term in- 
surance. 

“So we say to you as we have said 
to others: If you need more insurance, 
keep what you have and add to it. 
Don’t replace good, existing insurance. 
Don’t get new insurance by surrend- 
ering existing insurance or by syste- 
matically stripping the cash values 
from your present insurance or from 
any additional insurance you might 
purchase. The reserves on your life 
insurance policies, accumulated on an 
orderly basis over the years, hold 
within them the promise of freedom 
from financial worry and security for 
you and your family.” 

Orders Two Electronic Computers 

Great-West Life has ordered two 
large scale electronic computers, the 
IBM 7070 and 1401. Delivery will be 
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made July 1. The installation will con- 
sist of 21 units. Plans are initially to 
convert the records and transactions 
relative to the 450,000 ordinary policies 
on the books to the new consolidated 
system. Subsequently, group and 
health insurance information, involving 
an additional half million policies and 
certificates, will be converted. 


Industry Opposes A&S 
Legislation In Oklahoma 


Companies writing A&S insurance in 
Oklahoma are making known their op- 
position to bills that have passed the 
senate and are now being heard in 
the house that would make all indi- 
vidual health policies non-cancella- 
ble except for non-payment of premi- 
um and require all individual policies 
to contain a provision that the company 
cannot require as a condition of issue 
or renewal that the insured agree to 
an amendment denying or reducing 
coverage unless the amendment relates 
to a specific disease or specific condi- 
tion for which insured has received 
treatment by a physician. 

Local companies opposed the bills 
in the senate without success. 





Pacific States 
Actuaries Ready 
Spring Meeting 

Actuarial Club of the Pacific States 
will hold its spring meeting June 7 
in Los Angeles at the Ambassador 
Hotel. The program is divided into 
three sections: Expenses, group insur- 
ance, and policy changes—ordinary 
insurance. 

The first section, expenses, is broken 
into such questions as “What has been 
the trend in unit costs in recent years 
for (1) group insurance, (2) ordinary 
insurance?” 

The second section, group insurance, 
has such topics as “Discuss the effect 
of age and area costs under group basic 
hospital-surgical plans and group ma- 
jor medical plans.” 

The final section, policy changes— 
ordinary insurance, will be concerned 
with such subjects as “What is the 
practice of companies in extending to 
existing policyholders current liberali- 
zations in policy provisions, settle- 
ment options, reduction of substandard 
occupation and aviation extra pre- 
miums, etc.?” 
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Mr. Company President... 









Thomas +t. WUartin 


Vice-President 
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GOOD MEN BEHIND A GOOD PLAN MAKE PROGRESS 


MEN OF THE 
CHESAPEAKE BAY 
COUNTRY 


Weather-seasoned 
waterman of the 

Bay country, Warren 
Hudgins steers his 


*fone-lunger”’ out to 


fishing nets near 
Gwynn’s Island, Va. 
Photograph by 

A. Aubrey Bodine. 





... and the Good Men 
of Baltimore Life are 
Guarding the Security 
of American Families 


with Skill and Integrity 





——<—_F- = 


THE BALTIMORE LIFE 
INSURANCE COMPANY 


A Progressive Mutual Organization Since 1882 


Royal Plaza, Baltimore 1, Md. 
L.U.T.C. and C.L.U. Training helps you do a better job! 


Inquires invited from General Agents in the Mid-Atlantic area. Address Marlin W. Morgan, V.P. 
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Want Mandatory Replacement ‘Prospectus’ 


(CONTINUED FROM PAGE 1) 
ness in force, so that in the event of a 
proposed surrender it would be possible 
to determine whether a policy had been 
recently issued on the surrendering 
policyholder and by what company and 
agent. 

Moreover, it would be possible to de- 
termine not only whether the surrender 
was justified (from the filed copies of 
the “prospectus”) but also whether the 
names of certain agents seemed to turn 
up with suspicious frequency in con- 
nection with policies issued at the time 
of surrender or in the months pre- 
ceding it. (A frequent practice in sur- 
renders is to keep the old insurance in 
force until the next premium date.) 


Present Requirement Ignored 


There is already in New York a re- 
quirement that the application must in- 
dicate whether a replacement is con- 
templated, but it is generally ignored, 
because the agent knows that such an 
admission will put his home office in 
the position of having to make an ex- 
haustive investigation of the propriety 


of the replacement. Presumably the 
written “prospectus” requirement 
could also be flouted, so it would be 
necessary to have much more drastic 
penalties for violating the requirement 
than those applying to the present dis- 
closure called for on the application. 

The proposed information clearing 
house would be valuable not only in 
showing up replacements and enabling 
their validity to be questioned, but also 
in letting “careless” agents know that 
if they took a chance and failed to com- 
ply with the prospectus requirement, 
the clearing house records would soon 
disclose any tendency of an agent to 
specialize in replacement business. 

The way in which the proposed plan 
would work was described by Donald 
C. Newton, Connecticut Mutual Life, 
Syracuse, regional vice-president. 

Harold W. Baird, superintendent of 
agencies of Northwestern Mutual Life 
and a past president of the New York 
State association, complimented the as- 
sociation for its fight against the re- 
placement evil. He said that a number 
of suits against replacing companies 
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have resulted in policyholders being 
given back their premiums so they 
could reinstate their surrendered insur- 
ance. He said if more of these cases get 
into the courts it will have a salutary 
effect_ 

“We believe we are on our way to a 
marked correction, if not a cure,” he 
said. He noted there had been a marked 
falling off in number of replaced North- 
western Mutual policies. While he did 
not mention it in his talk, it is under- 
stood that some professional replacers, 
after learning of Northwestern Mu- 
tual’s militant attitude, have advised 
prospects to surrender other companies’ 
policies but not Northwestern’s. 

Mr. Baird said he had been asked to 
speak in San Francisco, Cincinnati and 
Wisconsin on the replacement problem, 
and in each invitation the work of the 
New York State association was a mo- 
tivating factor. 

In replacement cases, if the agent 
whose business is being dropped can 
get to the policyholder in time, Mr. 
Baird advised having the insured write 
to the president of the replacing com- 
pany and the president of the company 
whose policy is to be surrendered. In 
this connection, Mr. Baird recalled one 
replacing agent who tried to dissuade 
the prospect from writing such a letter 
“because you’]l look like you don’t know 
how to handle your own money.” 

If the policyholder won’t cooperate in 
writing such letters, then the agent 
should take it up with his own company 
not the insurance department. If noth- 
ing can be done to prevent the surren- 
der, the agent should go back and see 
the policyholder in about a year, though 
sometimes it takes as much as six years 
for the client to discover what is going 
on. 

Stanley Wayne, Mutual Benefit Life, 
New York City, said the New York City 






pioneer. 


Executive Vice President 


United Variable Annuities Fund, Inc. 


information. 
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‘‘Variable Annuities’”’ 


First Comprehensive Textbook on this 
controversial subject by its principal 


Author—George E. Johnson, LL.B, CLU, FLMI 


The author, a Variable Annuities Consultant, has held the 
following titles at various times in the past eight years: 


Vice President and General Counsel of 
TIAA—Teachers Insurance and Annuity Assoc. 
CREF—College Retirement Equities Fund 


President and Chairman of the Board of 
VALIC—Variable Annuity Life Insurance Company 
EALIC—Equity Annuity Life Insurance Company 


This new book discusses frankly and fully many contro- 
versial issues, and contains a wealth of facts, data and 
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association has asked its counsel, p, 
B. Maduro, to set up rules cf prog 

so that the association can 
against any of its members who 








OFFICERS ELECTED 
President—Donald E. Shopiro, 
achusetts Mutual, Syracuse. je 
Vice-president—Robert M. Wi, P”.. 
son, Connecticut Mutual, R 
Secretary-treasurer—Harold A, 



























wenheim, Home Life of New York, 4 
York City. i 

Regional vice-presidents—Cleo x, P”’ oye 
New York Life, Poughkeepsie (fog f°! © 
York City area); Maurice L, a basis” 
National Life of Vermont, Plattsbyae™! 
John O’Bannon, Connecticut ¥ ng, Ins 
Buffalo; Burton H. Miller, Metre ag 
Life, Binghamton; Arthur M_ Holga”! © 
Jr., Companion Life, Rochester; Arigh® *-, 
R. Kapner, Connecticut Mutual, yf’ direc 


bany; Donald C. Newton, 
Mutual, Syracuse. 

National committeeman—Harry 
Gutmann, Mutual of New York, 
York City. 





guilty of undesirable replaceme 
and even expel them if that seems wy, 
ranted. 

Lester O. Schriver, executive yig§ules prese 
president of NALU, spoke briefly qjtim sales té 


the replacement problem, commennd George & 
what the New York State associatigfmanager | 
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Speaks On ‘Step Licensing’ 
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effective i 
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Life, Rochester, regional vice-preside 
spoke on the association’s proposal fy 
a “step licensing” system, under whi 
an agent would be licensed provisi 
ally for up to two or three years, 
which he would have to pass a mon 
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Company, 1025 Connecticut Avenue, Washington 6, 


municatior 





‘Ist ussing 
ten Loude: 

Some i 
his two-ye 
wer 








| XUM | 






Mwy 20, j 20, 1951 





Counsel, Dp 


2s of pros ing examination or go out of the 


iness. This would eliminate many 










bers ats Who are really out of the busi- 
*S who put whe retain their licenses and 
ECTED % up any business that drops into 





ir laps, to the detriment of career 
ts. He urged each delegate to pro- 
je the proposal within his own as- 
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bss: tion and in his own company, such 

er it agency conventions | 
ew Y, A. d E. Shopiro, Massachusetts 
Ork, Nell al, Syracuse, new president of the 
wie association, talked on the pros- 
Pi, leo K ds of changing the membership year 
“ he a basis where each member’s year 
, Plat 2 wid run from the anniversary of his 






Me ining, instead of all memberships run- 
sg out on Dec. 31, as at present. This 
wid call for a change in the NALU 
ic also, but he said Spencer L. Mc- 
rarty, Provident Mutual, Albany, man- 
ing director of the state association, 
nd recently conferred with NALU at 
qashington and the outlook appears 
nore favorable to the change, since it 
hooks as if NALU would save about 
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$24,000 a year by it. Mr. Shopiro paid 
special tribute to Mr. McCarty’s work 
in the legislature at Albany. 

Mr. McCarty was honored at the 
luncheon of the New York City associa- 
tion that was held on the final day of 
the state association meeting. He was 
presented a testimonial resolution in 
recognition of his 16 years’ service as 
managing director of the state body. 
Making the presentation was Harry 
Phillips 3rd, Penn Mutual, president of 
the city association, who also presented 
16 American Beauty roses to Mrs. Mc- 
Carty. Mr McCarty was president of 
the state association in 1939-40 and 
was elected an honorary delegate in 
1948. Long active on many NALU com- 
mittees, he is chairman of the NALU 
committee on group insurance and a 
member of the field practices commit- 
tee and others. 

The report of the retiring president, 
Harry K. Gutmann, Mutual of New 
York, New York City, is summarized 
elsewhere in this issue. 
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ecutive vig§sles presentation, including a verba- 
<e briefly qgtim sales talk and visual-aid material. 
commending George Quigley, Manufacturers Life 
fe associatiofmanager at Los Angeles, recom- 
mended that advertising funds be de- 
necticut Myfvted to publicizing the agent in his 
ice-presiden'{own community rather than building 












Vities, yp a company image. A similar view 
was expressed by A. J. Kupiec, man- 
a. ger of California-Western at San 
icone : > igo. Mr. Kupiec, however, said he 






felt that company advertising could be 
dfective if coupled with a strong 
agent tie-in campaign. 

Mutual Benefit Life’s electronic pro- 
"lgamming service was described by 
living Grody, agent of the Morrell 
gency in Los Angeles. He reported 
that the service in the Los Angeles 
grea accomplishes two things—it cap- 
falizes on the public’s curiosity in and 
respect for electronics and it relieves 
ithe agent of considerable detail work. 

Two views on the subject of audio- 
isual selling were presented by 
Charles Vance, Pacific Mutual Life, 
and Francis Anderson, Beneficial Life. 
. Vance, whose company has used 
audio-visual material since 1954, ex- 
plained the problem of encouraging 
agents to continue using audio-visual 
kits in their sales presentations after 
they tire of seeing the film over and 
over again. Mr. Anderson said that 
gly one projector had been returned 
to his home office in almost two years, 
fa fact which indicated that Beneficial 
agents are still enthusiastic about the 
aid material. 


four Sessions 


The meeting was divided into four 
Sessions on communications, advertis- 
ing, public relations and sales promo- 
tion. Session chairmen were Richard 
. Marsh, California-Western, H. 
Dixon Trueblood, Occidental of Cali- 
ia) Mr. Miner and Francis M. 
Small, Pacific Mutual. 
ers on communications in- 
tluded Michael G. Blansfield, manager 
of management development and train- 
ing of Pacific Fidelity, whose sub- 
ject was “Barriers to Effective Com- 
Munications,” Charles T. Newton, 
manager of communications of Con- 
Yair Astronautics, speaking on “The 
and Feeding of Information for 
an Consumption,” and Frank Ja- 
sinski of Systems Development Corp., 
ussing “How to Get People to Lis- 
ten Louder.” 
,,20me impressions gathered during 
ag two-year survey of consumer atti- 
“[ludes were given by Robert Bischoff, 
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iews Agent In Ad, PR, Sales Aid Work 


State Farm Life, as part of the session 
on public relations. A slide film on 
“Public Relations as a Management 
Function” was presented by Burns W. 
Lee, head of the public relations firm 
bearing his name. 


Advertising Session 


Appearing during the session on ad- 
vertising were Kenneth W. Sells, Pa- 
cific coast manager of the Saturday 
Evening Post, the title of whose 
speech was “Magazine Advertising— 
the Salesman’s Principal Ally,” and 
Frank T. Culp Jr., West Coast Life, 
who covered the subject of “Recruit- 
ing Through Advertising.” 

At the banquet Monday night the 
speakers were Powell Smith, execu- 
tive vice-president of Occidental of 
California, and Robert R. Dockson, 
dean of the graduate school of busi- 
ness administration of the University 
of California. 

Luncheon speakers were LAA Pres- 
ident John L. Briggs, vice-president of 
Southland Life, and Tyler Macdonald, 
marketing vice-president of Hixson & 
Jorgenson advertising agency. 


Ralph E. Beard, Fort Wayne, Ind., led 
the field force of Midland Mutual Life 
during April. 
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AGENCY DIRECTOR 
WANTED 


For young progressive northwest life com- 
pany selling both special and rate policies. 


Compensation open. Incentive stock avail- 
able. Excellent opportunity. 


Applicants should have 8 to 10 years ex- 


perience in life insurance sales and man-' 


agement. 

All inquiries shall be confidential. 

Those interested submit age, personal his- 
tory, experience, references, qualifications, 
and expectations in reply to Y-34, National 
Underwriter, 175 W. Jackson Blvd., Chi- 


cago 4, Illinois. 


LIFE TRAINING 
& PROMOTIONAL SPECIALIST 


Do you have life insurance experience, 
creative writing ability, and interest in 
training course and promotional material 
development. 

If so, are you interested in a position in 
this field with a newly organized but sub- 
stantially backed Eastern Company? 

Write sending 


National Underwriter, 
Blvd., Chicago 4, Illinois. 


resume to Box Y-4, 
175 W. Jackson 














ACTUARIAL STUDENT 


Fine growth opportunity for an ambitious and 
intelligent actuarial student who has completed 
a minimum of three examinations to join our 
Home Office Staff. Candidates should have 
graduated in good standing from an accredited 
college and be under 32 years old. Liberal 
benefits. Forward resume and recent photograph 
to V.P.—Chief Actuary. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 


MANAGER OF TRAINING 


Large eastern mutual company has an 
pening for ger of training. Sucessful 
background in ordinary sales, plus super- 
vision or home office work essential. 
Starting salary commensurate with experi- 
ence. Our own staff knows about this ad- 
vertisement and replies will be held in 
strict confidence. Write, enclosing com- 
plete resume, to NY-63, National Under- 
writer Company, 17 John St., New York 
38, New York. 




















CREDIT LIFE COMPANY MANAGER 


Top executive experienced in all phases of 
credit life and credit accident and health 
insurance ded for exp program. 
Applicant should be thoroughly experi- 
enced in insurance functions of installment 
credit institutions. Send your resume in 
confidence to Y-32, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 








AGENCY RECRUITER 


Well established and well regarded middle west 
company seeks Regional Supervisor whose pri- 
mary duty will be to recruit new General 
Agents. Company offers fine portfolio and ex- 
cellent commission contracts. 


If you are looking for a permanent position 
with Home Office prestige and benefits, this is 
an outstanding opportunity. 

Give full details of past recruiting experience 
and full details of entire Life Insurance career. 
All replies will be held in confidence. 


Write to Y-38, National Underwriter, 
Jackson Blvd., Chicago 4, Illinois. 


175 W. 











LIFE SUPERVISOR 


To build new manpower, do brokerage and 
personal production in proportions he prefers. 
Must have excellent personal production record. 
Supervisory experience and/or brokerage follow- 
ing helpful—not essential. Call Lee Nashem. 
The Lee Nashem Agency Ltd. 
110 East 42nd Street — 14th Floor 
OXford 7-2950 








ACTUARY AVAILABLE 


Actuary, 34, with 9 years of responsible experi- 
ence and 4 society examinations completed, de- 


COMBINATION 
AGENCY DIRECTOR 


Mid-western stock company under new manage- 
ment in rapid expansion program has an imme- 
diate need for a Combination Agency Director. 
Must. have proven record of success. If you're 
the man you will be pleasantly surprised at the 





LIFE and A&S 
Position Wanted 


Broad experience in all phases of home office 
and field operations. Past record will prove suc- 
cessful accomplishments in Life and A&S. Twenty 
years experience in Life, A&S, and Group. 
Executive with large Eastern and Southern com- 
pany. Bona fide reason for seeking greater op- 
portunity. A personal interview can determine 
salary based on future production. Top refer- 
ences. Write to Y-14, National Underwriter, 175 
W. Jackson Bivd., Chicago 4, Illinois. 


| opportunity. Our employees know of 
this advertisement. Reply in confidence to: Y-9, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 











sires connection with vigorous small or 
size company. Location unimportant. Present 
monthly salary $750. Write to Y-24, National 
a 175 W. Jackson Blvd., Chicago 
4, Ilinois. 








Canuth 





Available upon r ble notice n Di- 
rector. Strong regional experience with dominant 
life brokerage company. Prefer Southern re- 
gional work with brokerage company or life- 
fire-casualty group. Age 42. Confidentially, 
write Box 3725, Big Bayou Sta., St. Petersburg 
39, Florida. 





AVAILABLE 
Att: Mr. Treasurer 


Do you need a strong second man? One who is 
well experienced in office management, systems 
and procedures. A good knowledge of state- 
ment preparation (both Life & Casualty), state 
and federal tax returns. One who has the abil- 
ity to do a variety of duties, and who can 
relieve you of numerous details. If so, express 
your interest by writing Y-37, National Under- 
writer, 175 W. Jackson Bivd., Chicago 4, Illinois. 


Underwriter 


A progressive mid-western life company has an 
opening for a Home Office underwriter with a 
minimum of five years of experience. Excellent 
opportunity for advancement. Starting salary 
commenced with experience and ability. Write 
to Y-33, National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois, for further informa- 
tion giving details of experience and qualifica- 
tions. 











Associate Actuary. One of the largest state 
insurance departments has an opportunity for 
a life actuary who has at least qualified as an 
associate actuary. Inquiries to be treated con- 
fidential. Substantial salary. Security. Write to 
Y-41, National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Ill. 








ACTUARY 


Medium sized Midwestern company has excellent 
opportunity for assistant actuary with experience 
in IBM machine procedures; prefer a student of 
the Society of Actuaries, age under 35. Sala 
open. Write to Y-13, National Underwriter, | 
W. Jackson Blvd., Chicago 4, Ill. 








FIRE & CASUALTY BUSINESS WANTED 


Would like to purchase—on cash basis—fire & 
casualty business from life insurance agent who 
desires to confine his activities strictly to life 
insurance. Chicago area only. Send details to 
Y-43, National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Ill. 











Wanted: General Agency in Minneapolis, with 
one of the top ten life companies. Have been 
life qualifying member of the Million Dollar 
Round Table for many years, age early 40's, 
presently with a leading company. Write Y-46, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 
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Editorial Comment 


Middle-Aged Vulnerability 


Much attention is being given today 
to the plight of the “over age 40” 
worker who is seeking employment. 
The Department of Labor states the 
problem succinctly in a special bro- 
chure on the subject: 

“The widespread existence of age 
barriers to employment in the United 
States suggests a searching new look 
at American workers past 40. Such a 
review may seem unnecessary, at 
first, since management’ generally 
sees these men and women—when 
employed—as competent, valued and 
trusted employes. 

“Yet, once unemployed—generally 
through no fault of their own—per- 
sons past 40 are out of work longer. 
When seeking other jobs, they often 
find themselves facing arbitrary hir- 
ing age limits, generally drawn at 45 
or 40 and, in some cases, even lower.” 

It is significant that this age barrier 
does not exist only in unskilled jobs. 
The brochure says further, “Age re- 
strictions are found in most industries 
and occupations. They are more prev- 
alent in clerical, sales, professional 
and managerial, and unskilled jobs. 
Yet for most of the jobs in these spe- 
cific work areas, physical stamina 
and agility are unimportant.” 

If you reflect seriously for a mom- 
ent on these facts, perhaps you will 
see that they have some real rele- 
vance to the value of permanent life 
insurance. Middle-aged men and 
women are in a vulnerable position. 
If they are ever forced to look for em- 
ployment, they will find the cards 
stacked against them. 

A middle-aged married couple is 
doubly vulnerable. Many men today 
are working in companies that are 
heavily dependent on government 
contracts involving defense orders. 
These companies stand in constant 
danger of having their contracts can- 
celed as advances in technology ren- 
der the projects they are working on 
obsolete. General Electric, for exam- 
ple, has recently found it necessary 
to lay off thousands of workers, many 
of them highly skilled professional 
people, simply because their jobs have 


been eliminated by a cancelation of 
defense orders. 

For those displaced employes in 
their 40s or beyond, there is likely to 
be a long dry spell until they find a 
satisfactory opening. At such a time, 
families stand very much in need of 
funds to tide them over the emergen- 
cy. If they lack substantial cash 
values in permanent life insurance, 
the situation may be extremely criti- 
cal. Of what use is the large amount 
of group term life insurance which 
the employer had so generously pro- 
vided, and which had lulled them into 
a false sense of security? Now they 
haven’t the money with which to con- 
vert it to a decent permanent plan. 
Of what use are the social security 
compeny stock for which they have 
such a high regard? 

Then consider the plight of the mid- 
dle-aged widow who is forced to seek 
employment because her husband, in 
his life insurance planning, has relied 
upon her previous vocational training 
and experience as “a kind of life in- 
surance.” In her case, the situation is 
even more critical. She not only must 
surmount the stringent age barriers, 
but she must compete with increasing 
thousands of young eager job appli- 
cants with more recent and modern 
training and experience. Yes, family 
income and social security may have 
been fine while the children were 
growing, but what does she do now? 





Personals 


F. W. Capper, personnel director of 
Equitable of Iowa, has been elected a 
director of National Office Management 
Assn. He has been area director and is 
past president of the Des Moines chap- 
ter. 


Horace W. Brower, president Occi- 
dental Life of California, has been 
elected to the board of Occidental Col- 
lege in Los Angeles. He is also a mem- 
ber of the college’s development and 
ways and means committees, and the 
finance and investment committee. 


We know what she does. She takes 
any kind of work she can find, at 
whatever salary she can get. And she 
gets by on whatever it is and tries to 
put up a good front so that the chil- 
dren won’t see how tough things real- 
ly are. 

Yes, this is what we call paying life 
insurance premiums the hard way-- 
by anxiety and the loss of reasonable 
comforts. Once again, we see very 
clearly that there is simply no substi- 
tute for personally owned permanent 
life insurance in adequate amounts. 
There is more to the life insurance 
story than the protection of children 
and the aged. There is also the vulner- 


able “mid-channel” of life—S. Sam- 
uel Scoville, editor D.L.B. Agents 
Service. 





WILLIAM J. GREENER SR., 60, 
district manager of Equitable Society 
at Indianapolis, died there in Methodist 
Hospital. A CLU, he was with Equitable 
for 30 years, being appointed manager 
in 1944. 


RAY L. KAIDERA, 55, assistant 
treasurer of Equitable Society, died 
suddenly at his home in Ridgewood, 
N.J. He joined the company in 1929 in 
the cashier’s office at Los Angeles, 
transferred to a similar post in Chica- 
go a year later and became assistant 
treasurer in 1938. 





Fike Becomes President 
Of Ohio Health Agents 


C. Dale Fike, United Reserve Life, 
Akron, has been elected president of 
Ohio Assn. of Health Underwriters. 
Frank Daugherty, North American Life 
of Chicago, Columbus, is president- 
elect. 

Other officers are Miss Florence M. 
Laing, Paul Revere Life, Cuyahoga 
Falls, 1st vice-president; James H. 
Malone, Mutual of Omaha, Cincinnati, 
2nd vice-president; and Calvin S. Cur- 
tis, Mutual of Omaha, Columbus, re- 
elected secretary. 


Double Credit Life Term In Mich. 
LANSING—The maximum term for 
group credit life policies has been in- 
creased by the Michigan legislature 
from five to 10 years. The original bill 
had called for an increase to 15 years, 
but it was opposed by agents and the 
10-year compromise was reached. 
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Stocks 


By H. W. Cornelius of Bacon, Whip; 


135 S. LaSalle Street, Chicago, Ma. me oa 


Y 16, 
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Aetna Life 
American General 
Beneficial Standard 
Business Men’s Assurance 
Cal-Western States 
Commonwealth Life 
Connecticut General 
Continental Assurance . 
Franklin Life 
Great Southern Life 
Gulf Life 
Jefferson Standard 
Liberty National Life . 
Life & Casualty 
Life of Virginia 
Lincoln National Life . 
National L. & A... 
North American, Ill. .. 

Ohio State Life 
Old Line Life 
Old Republic Life 
Republic National Life .. 
Southland Life 
Southwestern Life 
Travelers 
United, Ill. 
U. S. Life 
Washington National 
Wisconsin National Life 


Central Ia. Health Agents 


Pick Rice For President 


R. Edward Rice, American Nation 
has been elected president of 
Iowa Assn. of Health Underwrite; 
Other officers are Curt Harvey, m. 
tual of Omaha, vice-president; Bz. 
nard Kirke, Continental ‘Assurane 
treasurer; and Miss Katherine Kou 
State Auto, secretary. 


William Huey To Speak At 
N.Y.C CLU Meeting, May 


William R. Huey, assistant advan 
underwriting consultant of Providen 
Mutual Life, will be the speaker at; 
meeting of the New York City Cli 
chapter in the garden of Equitable {- 
ciety’s home office, May 24. 

Mr. Huey will discuss “Qualifie( 
Versus Non-Qualified Pension Plans’ 
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Mich. Lite Leaders Hold 


Annual Election Meeting 

Life Insurance Leaders of Michigan 
affiliated with Michigan State Assn. of 
Life Underwriters, held its annua 
meeting and election of officers Ma 
16 in Detroit. Hugh M. MacKay, di 
vice-president and director of advanced : 
underwriting division State Mutu 
Life, conducted an afternoon session 0 
various phases of business insurant 
plans and Frederick R. Keydel, Detroit 
attorney, discussed life  insuranc 
trusts. President E. Leon Harris Mic- 
land Mutual, Bay City, presided at al 
meetings. 


Heads LOMA Nominating Unit 
Joseph W. Glynn, vice-president aij ' 
comptroller of Continental Assurant, 
has been appointed chairman of tt 
nominating committee of Life Offic 
Management Assn. by LOMA Pre 
dent Merrill R. Tabor, 1st vice-ptér 
dent of Berkshire Life. The commille 
will present nominations for 
and directors during LOMA’s 
conference in Washington, D.C., S# q 
26. 


Dowling Heads EDP Department 
Mutual Trust Life has ps : 
electronic data processing deparuiey 
with Vernon F. Dowling as managt Casualty 
He joined Mutual Trust in 1947 @ 
formerly was assistant actuary. 
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Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 





, Whipple g 
“ May 1 iq being separated from the world of insurance and markets for two 
ths, it is difficult to occupy this space again in a spirit of authority. 
4 yy ing that period life insurance stocks have kept on the ascent, so that by 
44% .. time there are several issues that have doubled in price since the low 


62 period of last autumn. The appetite for the life stocks is still keen. No more 
65% ous doubts on the part of investors. Caution is confined mainly to those 
39 jalists in the life stocks who six months ago couldn’t find buyers and who 
pe yere on the defensive. Now that prices are up where they think they belong, 
195 y can’t always match the enthusiasm of the buyers. Especially when the 






25 


er is seeking a continuation of the upward spiral at its recent pace. Earnings 
wth and intrinsic worth are combed to spot laggards. Some of the sleepy 
gues have gained favor. For instance Life Insurance Company of Virginia 
which for several years has offered a warehouse of value but was scorned in 
he market has doubled in price since last October. Numerous low-priced 
isues have moved up. In comparing life insurance stock prices with other 

of growth issue, analysts think a very strong case exists for the former 

in the face of the sheer advance since December. For instance Travelers 
which finally has gotten back to its former high of 1955 is selling at only about 
15 times earnings. There has not yet been a real blowoff. 

The year has started very well for the life companies, so the promise is for 
creased earnings in 1961. 

—lll-— 

In the fire-casualty field, the prices are mixed and several have fallen back 
| a trifle. Buying here is on a more judicious basis and is less compulsive than 
with life stocks. Statistics are still consulted. First quarter underwriting re- 
wits were foul. Early season weather losses struck hard and in several 
empanies Donna losses exceeded reserves, as Florida winter residents got 
their legs up on claims. Now the operating people are seeking solace in the 
wssibility that a bad start may presage a fair finish, thus reversing the 1961 

ience. 
Tne these underwriting deficits most of the companies enjoyed a surplus 
gain due to appreciation in securities. Also investment income continued to 


Harvey, Mj. improve. Continental Insurance for instance has an increase in portfolio 





sident: Be.§ values of $102 million in the first four months or better than $8 per share. 
| ‘Assurance Springfield had a combined loss and expense ratio of $107.9%, yet its surplus 
rine Kount, 


The insurance list freshened up again this week. Fire-casualties were 
sought, National Fire advanced 8 points overnight (its surplus gain for the 





eak At first quarter was $11 per share despite $700,000 underwriting loss). Gains of a 
point or two were common. Jefferson Standard Life was up 7 points at the 
A May best. GALU vaulted almost in 100 point steps and was 1,450 bid. Eagle Fire 


of New Jersey, at 8, compares with a recent price of 3. There were rumors 


‘ant advancel ground on this one. 
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was up some $1.80 per share. North America, with an underwriting loss of $4 
nillion, had a surplus increase of $7 per share. The market has not been 
shocked so far by the poor underwriting reports although it’s safe to say that 
prices would certainly have bounded on good reports. 

Recent sensation is the market performance of Criterion Ins. Co. which is the 
newest member of the Government Employees group. Stockholders of the 
various G. E. companies were given rights to subscribe to Criterion stock 
at $6 per share. So much magic does the money making and growth reputation 
y of this management possess, that the stock of Criterion traded as high as $45 
of Michigan Pet share on a when-issued basis. 
tate Assn. of —fll— : 

its anmualj Moody’s Stock Survey on May 1 gave two pages to a study “Growth Promise 
fficers Ma} in Life Insurance Stocks” concluding that the outlook here is above average. 
lacKay, ij Despite the fact that “competition for the custody of savings is severe and 
of advanced] Changing,” Moody’s said the insurance companies have kept their primacy 
ate Mutulj md “we believe they will continue to get a large share of the savings 
n session of dollar.” Moody’s includes statistical studies of Aetna Life, Conn. General and 
s insurane| Travelers, Franklin Life, Jefferson Standard, Lincoln National and Trans- 
ydel, Detroit america, Commonwealth Life, Liberty Life, Security Life & Trust and U. S. 

insurancej “lle. 
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Harris Mid- 

sided at alf Financial World recently had an article “Opportunities Among the Gold 
Chips.” This refers to stocks selling for $1,000 or more per share. Kansas City 
Life is listed along with Coca Cola International, Fifty Associates, Nelson 

ig Unit | Fund, Pacific Turf Club and Superior Oil. K.C. Life has been in good demand 

esident and with offerings rare and is in the $1,750 range. It still has a way to go to reach 

Assurance) #8 1955 price top of $2,000. 

nan of the Hornblower & Weeks in a recent market letter strongly recommended 
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Life Offic erica and spoke well of Continental Insurance. They say that if 
MA. Presi- ental Life, wholly owned by Transamerica, had a public market, its 
vice-pres- would be appraised at virtually the prevailing quotations for TA itself. 


. committee Commonwealth Fund Plans made a new investment in 3,000 shares of 


for offices Insurance. Value Line Fund Inc. made new commitments in Glens 
A’s annual 3,500 shares; Gulf Life, 2,500; Jefferson Standard, 3,100; Maryland 
D.C, Sat} Casualty, 5,000. Value Line Special Situations Fund bought 10,000 shares of 


Gulf Life, added 2,000 shares to its holdings of National Old Line, added 
1500 Jefferson Standard, and as a new investment bought 6,000 Life & 
Casualty. George Putnam Fund eliminated its holdings of 27,000 shares of 
4 Aetna Life and 40,000 shares of Gulf Life. Imperial Fund Inc. now has 12,500 
artmel of American Life Companies—the holding company of American Life 
nage © Casualty of Fargo and Old National of Houston. Investors Mutual Inc. 
its holdings of Conn. General Life from 14,400 shares to 9,300 and 
land Casualty from 42,900 to 12,600. Putnam Growth Fund increased 
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Texas Economist Is NALU Executive V-P 


(CONTINUED FROM PAGE 1) 
tional association and’ to the institu- 
tion of life insurance for nearly 40 
years.” 

Appointment of Mr. Byrd to the ex- 
ecutive vice-presidency of NALU was 
recommended to the national associa- 
tion’s executive committee and board 
of trustees by a special selection com- 
mittee headed by NALU Trustee 
Frank G. McNamara, Old Line Life, 
Waukesha, Wis. 

Other members of the selection com- 
mittee were NALU Past President Al- 
bert C. Adams, John Hancock, Phila- 
delphia, NALU Trustee Robert W. 
Frye, Northwestern Mutual, Denver, 
former NALU Trustee John C. Dono- 
hue, Penn Mutual, Baltimore, and 
Philip A. Hoche, Kansas City Life, 
Winter Park, Fla., chairman of the 
NALU membership committee. 

In reporting the selection commit- 
tee’s unanimous recommendation to 
the executive committee, Mr. McNam- 
ara told of an intensive evaluation of 
many individuals of high caliber and 
commented, “We are convinced that 
James A. Byrd manifests the qualities 
of character, leadership, stature, and 
vision so vitally necessary to NALU in 
carrying out its program of service to 
members, to the institution of life in- 
surance, and to the public in the years 
ahead.” 


Statement By Byrd 


Concerning his appointment 
NALU executive vice-president, 
Byrd said: 

“This appointment to succeed Lester 
O. Schriver as executive vice-presi- 
dent of the National Assn. of Life Un- 
derwriters and to work with the com- 
petent and loyal staff which he has so 
capably assembled and directed is the 
highest compliment that can be paid 
me in exchange for the confidence and 
the great trust that this appointment 
expresses. I pledge to be ever mindful 
of the needs and objectives of the 
membership and to execute the poli- 
cies set by the NALU trustees with a 
sense of personal dedication. 

“The challenges that lie ahead for 
the life insurance business will require 
the best in leadership and in states- 
manship from each of us. 

“There is certain to be a continued 
and growing need for improvement in 
the climate in which life underwriters 
work, a need which will require imag- 
inative action on the part of all lead- 
ers in the life insurance business. The 
vital importance of ever-widening 


as 
Mr. 


in the preservation and strengthening 
of an economic order based upon in- 
dividual free enterprise must be dram- 
atized as often and effectively as pos- 
sible. We must strive to improve the 
benefits and services of ‘our policy- 
owners, who are the reason for our 
great industry growth and prosperity. 
Sees Need For Cooperation 

“We must cooperate fully in every 
activity which will cement further the 
close relationships which exist between 
the companies and the field forces, be- 
tween life underwriters and their cli- 
ents, and between companies and pol- 
icy-owners.” 

Mr. Byrd joined the National Bank 
of Commerce in Houston as economics 
adviser in 1957. From 1957 to 1958 he 
was assistant professor of finance at 
the University of Texas. From 1954 to 
1957 he was lecturer in finance and 
insurance at the university. He also 
has had radio and news-writing ex- 
perience. 

Born in Houston in August, 1924, 
Mr. Byrd received his B.A. in business 
administration, banking and finance 
from the University of Texas in 1950, 
his M.A. in business administration 
and life insurance from the university 
in 1955, and his Ph.D. in business ad- 
ministration, banking, finance, and life 
insurance from his alma mater in 1957. 
He attended the Harvard Graduate 
School of Business administration in 
1960. 


Held Insurance Fellowship 


Among his many academic honors 
was a fellowship in insurance at the 
College of Business Administration, 
University of Texas, 1955. 

Many Texas life insurance people 
heard Mr. Byrd as one of the “Texas 
Trained Seals” on the program of the 
Texas Life Underwriters Assn. cara- 
van sales congress and got a highly 
favorable impression of him. Although 
he is not a life insurance man, it is 
customary to have one speaker from 
outside the business. On the same 
program, incidentally, was Robert L. 
McMillon, Business Men’s Assurance, 
Abilene, Tex., currently vice-president 
of NALU. 

Mr. Byrd is a member of National 
Assn. of Business Economics, Ameri- 
can Finance Assn., American Econom- 
ics Assn., National Planning Assn., Re- 
gional Finance Assn., and Houston 
Society of Financial Analysts. He 
served in the U.S. army air force from 
1943 to 1946. He saw overseas service 
in Okinawa and was discharged as a 
first lieutenant. 


distribution of life insurance benefits 





its Continental Casualty from 10,000 to 14,000; Government Employees from 
11,000 to 14,686 and as a new investment added 18,000 shares of United 
Services Life. Eaton & Howard Balanced Fund reduced its Fireman’s Fund 
from 25,000 to 20,000. Madison Fund Inc. added as a new investment 5,000 
shares of Aetna Life. Selected American Shares bought 3,000 Aetna Life. Stein, 
Roe & Farnham Balanced Fund increased its holdings of Aetna Insurance 
from 4,500 to’ 7,400 shares, and as a new investment bought 12,000 U.S.F.&G. 
United Corporation as new investments bought 5,100 Jefferson Standard Life, 
11,116 Liberty National Life and 15,400 Néw Amsterdam Casualty. Investment 
Co. of America eliminated its 2,000 shares of Conn. General Life. Lazard Fund 
Inc. increased its Lincoln National holdings from 5,100 to 12,750. Mass. Investors 
Trust bought 50,000 shares of Aetna Life and 35,000 shares of Travelers. One 
William Street Fund went into Franklin Life to the tune of 20,000 shares. Pine 
Street Fund reduced its Northern Insurance from 5,500 to 4,000 and its 
Travelers from 4,000 to 2,000. It went into Aetna Life in the amount of 2,700 
shares. Stein, Roe & Farnham Stock Fund made a new investment in 5,000 
shares of U.S.F.&G. Dreyfus Fund added as a new investment 5,000 shares 
of General Reinsurance. National Investors Corp. eliminated its holdings of 
15,000 Continental Insurance and 4,000 Great American. Pioneer Fund sold 
off its 4,000 shares of General Reinsurance. Wellington Fund cut back its 
Transamerica from 100,000 to 41,000 shares and eliminated its 33,220 Federal 
Insurance and 43,751 U.S. Life. 

Insurance holdings of Centennial Fund comprise 300 shares of General 
Reinsurance, 6,150 Government Employees Ins. Co., 800 Government Employees 
Life and 560 Lincoln National Life. 
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FORGING THE TOOLS OF SUCCESS . . . The job of the insurance agent is to sell his product 
and service it. It’s that simple... and that complicated. To be a successful agent he must know his 
job well. 


The Travelers was one of the first to recognize the important part education could play in developing 
successful agents. In 1903 the Company offered career training programs to its representatives—the 
first insurance company in America to do so. 


Since then more than 30,000 agents have forged the tools of success through Travelers training programs. 


Today in a modern, functional, three-story Education Center, The Travelers continues to meet the 
training needs of its contract agents. 


Outstanding instructors—men with successful field experience—conduct courses in Life, Accident and 
Health; Casualty, Fidelity, Surety, Fire & Marine; and Group. Classes are kept small so agents may 
receive maximum individual attention. 


While attending the Education Center, salesmen from all over the country stay at Denniston Hall, 
ideal quarters for study, rest, and a beneficial exchange of ideas. 


For more information about The Travelers training programs, that broaden agents’ knowledge and 
lead to more successful careers, write The Travelers Office or General Agency nearest you. 


THE TRAVELERS Insurance Companies ¢ovneericut 
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